





FueNATIONAL UNDERWRITER. 





The National Weekly Newspaper of Fire and Casualty Insurance 


August 21, 1959 





63rd Year, No. 34 











Associations, Advisory Bodies And 
Rating Bureau Tell ‘Their Story 


By KENNETH O. FORCE 


WASHINGTON—The organized fire 
business last week got the chance to 
put its story into the record as the 
Senate anti-trust and monopoly sub- 
committee heard witnesses represent- 
ing rating bureau, advisory organiza- 
tions, and associations. As could be 
expected, their version of their acti- 
vities differed considerably from that 
told by the independents, who had 
their day in court some weeks ago. 

The representatives of organized 
fire underwriting and rating corrected 
the record on many points as set 
down by the independents. Also, if 
the independents impressed observers 
with how well they were organized in 


putting their story into the subcom- 
mittee’s record, the organization re- 
presentatives impressed observers with 
how independent their members and 
the rating bureaus can be and often 
are, even to the point, at times, of 
disorganization. 


Witnesses Competent 


Observers generally thought the in- 
dependents did a good job for them- 
selves when they appeared here. Ob- 
servers generally thought the job done 
by the organization witnesses also 
was competent and thorough. The 
record embracing both makes a re- 
markably large and exceedingly de- 
tailed history of the fire insurance 
business. 


Donald P. McHugh, counsel of the 
subcommittee, pressed hard on the 
idea that there is close control ex- 
erted by insurer members of advisory 
organizations and associations over 
rating bureau governing committees 
and their decisions. 

Pursuing the subcommittee’s pat- 
tern of showing how organizations and 
their members acted and reacted to 
competitive situations, Mr. McHugh 
put in the record a letter by James F. 
Crafts, president of Fireman’s Fund, 
urging that American Insurance Assn. 
name a committee to go to London to 
talk Lloyds out of their “unfair and 
unhealthy” competition for direct 
business in the U. S. Mr. Crafts was 

(CONTINUED ON PAGE 20) 





Anti-Trust Unit To 
Quiz Commissioners 


Commissioners McConnell of Cali- 
fornia, Parker of Virginia, Hammel of 
Nevada and Knowlton of New Hamp- 
shire will testify at the hearing of the 
Senate anti-trust and monopoly sub- 
committee in Washington on Aug. 26. 

On Aug. 25, National Assn. of In- 
surance Commissioners’ committee on 
preservation of state regulation will 
hold a prehearing meeting in Wash- 
ington. Members are Mr. Knowlton, 
chairman; Gerber of Illinois, vice- 
chairman; Hayes of Louisiana, Smith 
of Pennsylvania, Thacher of New York, 
Howell of New Jersey, Smith of Dela- 
ware and Mr. McConnell. Attending 
the meeting ex-officio will be Mr. 
Hammel, president of NAIC, and Mr. 
Parker, chairman of its executive com- 
mittee. Julius O. Wikler, former New 
York superintendent, who is counsel 
to the committee, will also attend. 


Employers Re Reports 
Gains In All Lines 


Employers Re reported writings of 
$15,530,114, for the first six months of 
1959 compared with $14,419,443 a year 
ago with all lines showing gains. Fire 
reinsurance premiums were $4.5 mil- 
lion, an increase of $1,287,000. 

Underwriting gain was $1,413,057, 
up from $1,260,513 a year ago. Net 
earnings were $1,620,818, against $1,- 
370,389 in 1958. Assets totaled $82,430,- 
784, a gain of $1,467,057 for the six 
months. 


Travelers Plan In Mo. 


Travelers has introduced its safe 
driver auto plan in Missouri. The plan 
ls the same as that previously launched 
in Iowa and Nebraska. 


Alabama has passed a bill to permit 
fire and casualty agents to do busi- 
hess in a “contiguous” municipality in 
another state, without maintaining an 
office there, provided the other state 
teciprocates the privilege. 


Ellis Clarkson 
New President 
Of National Fire 


Ellis H. Clarkson has been elected 
president and chief executive officer of 
National Fire and 
also of Transcon- 
tinental to succeed 
E. H. Forkel. Mr. 
Forkel earlier this 
month was elected 
chairman of Na- 
tional Fire and 
president of Con- 
tinental Casualty 
of the Continental- 
National group. As 

chairman of Na- 
E. H. Clarkson tional Fire, he suc- 
ceeds Roy Tuchbreiter, who was 
named vice-chairman at his own re- 
quest to replace J. M. Smith, resigned. 

Robert J. Anderson, vice-president in 
charge of castern operations of Na- 
tional, beccmes a director also. 

Mr. Tuchbrciter is chairman of Con- 
tinental Casualty, Continental Assur- 
ance, and U. S. Life. 

Mr. Clarkscn,. a graduate of the 
University of Oklahoma, was in the 
Minnesota field before joining National 
Fire in 1938 as special agent in Okla- 
homa. He went to the home office in 
1939 and became assistant secretary in 
1940. He was clected secretary in 1946, 
vice-president and secretary in 1952 
and a director in 1957. In 1958 he was 
made executive vice-president at Chi- 
cago, serving as liaison officer between 
National Fire and Continental Casualty. 

Mr. Anderson has been with the com- 
pany since 1940 and has been vice- 
president since 1957. 





Farmers Mutual Auto Names 4 V-Ps 

Farmers Mutual Automobile of 
Madison has elected Howard Hayes, 
W. B. Kinnamon and Amory O. Moore, 
all of Madison, vice-presidents. Mr. 
Hayes joined the company in 1937, 
Mr. Kinnamon in 1941 and Mr. Moore 
in 1951, 


Cal. Department Takes 
Over Public National 


Commissioner McConnell of Califor- 
nia has seized all assets, properties, 
bank accounts, etc., of Public National 
of Miami, following his appointment 
Aug. 14 by superior court as conser- 
vator in California. Public National was 
bought last year by Mid-Union Indem- 
nity of Elgin, Ill., which is under a re- 
habilitation order of the Illinois depart- 
ment. 


IAAHU Committee Heads 
Named For 1959-60 Terms 


International Assn. of A&H Under- 
writers has named the following com- 
mittee chairmen for 1959-60: Glenn 
Brooks, Southland Life, programing; 
John Symanitz, Inter-State Assurance, 
memorial; J. Will Paull, Detroit Mu- 
tual, Leading Producers Round Table; 
Richard Plasschaert, American United, 
persistency award. 

Also, Rollie Slotten, Inter-State As- 
surance, membership; Nat Robb, Col- 
onial L.&A., association; Harold Walt- 
ers, Illinois Mutual L.&C., special pro- 
motion; Earle Bennett, Provident 
L.&A., public relations; E. H. O’Connor, 
Insurance Economics Society, legisla- 
tion; Wallace Clapp, Eastern Under- 
writer, publicity; Jay De Young, De- 
Young & Associates, Gordon award. 

James Robb, Mutual Benefit H.&A., 
recording; Jack Olson, Combined of 
Chicago, convention; W. H. Petersen, 
American United Life, education; Irv- 
ing Wessman, America Fore Loyalty 
group, distinguished service award; 
Webster Hurley, Bankers L.&C., as- 
sociate company; Gibson Wright, 
Wright agency, sustaining member- 
ship, and Gail Shoup, Lincoln National 
Life, finance. 


Okla. City Insurance Women Elect 

Oklahoma City Insurance Womens 
Club has named Helen Sellers, presi- 
dent; Marrian Lee Teeter and Geneva 
Cunningham, vice-presidents, and 
Liana Nichols, corresponding secre- 
tary; Kelsey Jean Pokorny, record- 
ing secretary, and Viola Carr, treas- 
urer. 


Fire Needs Balance 
Of Competition And 
Regulation: Herd 


Cites 6,000 Off-Bureau Plans 
In 1958; Corrects Several 
Points Made By Independents 


WASHINGTON—The problem in 
the fire insurance business is one of 
working out a proper balance between 
regulation in the interests of solvency 
and competition in the interests of 
consumer benefits, J. Victor Herd, 
chairman and president of America 
Fore, told the Senate anti-trust and 
monopoly subcommittee. 

Each problem that comes up should 
be analyzed against that double test, 
he said. Against that dual standard, 
public law 15 has served and is serv- 
ing a useful purpose and Congress 
made no mistake in leaving the regula- 
tion of insurance to the states. 

“That does not mean perfection in 
the past, no problems at present, or 
a Utopia for the future,” he declared. 
“But if we in the industry can avoid 
over-emphasizing either regulation or 
competition at the expense of the oth- 
er, a reasonable balance between the 
two can be achieved with all the pub- 
lic interest benefits of a sound, com- 
petitive industry.” 


Speaks For Organized Business 


Mr. Herd, a past president of Na- 
tional Board, outlined the work and 
defined the functions of that organiza- 
tion, which has been sharply criti- 
cized by some of the witnesses before 
the subcommittee. Mr. Herd also spoke 
for the organized fire business gener- 
ally. He made it clear that, contrary 

(CONTINUED ON NEXT PAGE) 








James C. Hullett, president of Hart- 
ford Fire, is shown reviewing with 
Ernestine R. Robin, editor, the first 
copy of the 50th anniversary edition 
of the Hartford Agent and comparing 
it with the initial issue vf 1909. The 
publication, one of the oldest magazines 
for agents, marked its golden anniver- 
sary with a special 40 page summer 
edition, which traces its history and 
expansion. Current circulation is 32,000 
monthly. 
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Fireman’s Fund Modern Marketing 


Setup Is Geared ‘To Agents’ Needs 


By JOHN N. COSGROVE 


This is another in a series on insur- 
ance company marketing developments. 

The modern marketing program of 
Fireman’s Fund has one basic aim: To 
strengthen the competitive position of 
its producers. This goal was spelled 
out in 1958 when the company estab- 
lished a research, development and 
sales department at the home office 
and units at the departmental office 
level. 

“Our new RDS units co-ordinate 
plans, decisions and actions relating to 
our continuing effort to up-grade those 
production facilities we make avail- 
able to our producer representatives 
throughout the U. S.,” James F. Crafts, 
president, said in his announcement of 
the new marketing organizational plan. 

Last January, The Fund adopted as 
its theme: “1959—Our Year of Oppor- 
tunity.” To spark this campaign, field 


conferences were held in each regional 
department. Special sales promotion 
campaigns on several new coverages 
were launched. Among the coverages 
selected for emphasis was Economy- 
Plus—low cost automobile insurance 
for safe drivers. Economy-Plus was 
developed by The Fund to provide 
agents with an _ effective weapon 
against the onslaught of the direct 
automobile writers. This coverage— 
sold through Home Fire & Marine— 
was sales-tested in selected western 
states in the spring of 1958, and in- 
troduced in California in July of that 
year. The response of agents encour- 
aged The Fund to extend the plan 
nationwide. Today, this competitive 
weapon is being used successfully by 
agents of The Fund in 25 states and 
the District of Columbia. 

The Fund has spelled out exactly 
how Economy Plus meets the needs of 
insured, agents and the company: 


1. All processing is performed where 
it is most economical, with little or 
no duplication. The group assumes 
many clerical functions for the agent, 
freeing him.to sell. The group bills 
direct, collects premiums and does all 
necessary computing. Centralization of 
billing allows the use of electronic 
machinery and permits procedural ec- 
onomies. 

2. The high cost of printing and 
preparing policies each year will be 
reduced at least 50% through auto- 
matic renewals every six months. 

3. Except for a 20 day grace period 
on renewal, free insurance, represented 
by flat cancellations, is eliminated. 

4. Buyer resistance, and therefore 
sales and underwriting expense, are 
reduced by lower premium outlay at 
any one time. 

5. Service is improved, and the cost 

(CONTINUED ON PAGE 17) 





(CONTINUED FROM PRECEDING PAGE) 
to statements that “free and unlimited 
competition has not been permitted 
under state regulation since the Mc- 
Carran act,” there is and has been the 
most vigorous kind of competition. 

In a statement supplementary to 
that of Mr. Herd’s, J. Raymond Berry, 
general counsel of the board, answered 
specific charges made against the 
board by North America and other 
independents. For example, Walter L. 
Hays, president of American Fire & 
Casualty, testified that National Board 
asked for a hearing on a rate filing 
in Arkansas, hired lawyers to oppose 
the filing, and favored a single rate by 
all companies. 


Did Not Ask Hearing 


The board has never asked for a 
hearing anywhere on a rate filing, Mr. 
Berry said in his statement. It did not 
hire lawyers to oppose a rate filing in 
Arkansas or anywhere else at any 
time. It has consistently favored legis- 
lation which permits as many different 
rates as there are companies licensed 
to write the business. Furthermore, 
its members deviate from bureau rates 
and make independent filings. 

Mr. Berry said he understands that 
an attempt has been made to correct 
this statement by the one who made 
it and to remove the words “National 
Board” wherever they appear in the 
statement. 


Plenty Of Independence 


To the charge by the so-called in- 
dependent insurers that state regula- 
tion limits their ability to reduce rates 
and change policy provisions, Mr. 
Herd replied that under state laws 
modeled on the all industry fire bills 
“it has always been possible for in- 
dependents to make their own filings,” 
or form their own rating organization. 
Independents have criticized the laws 
of a few states where separate bu- 
reaus are not allowed. Mr. Herd noted 
that National Board also opposed those 
laws. 

However, Mr. Herd emphasized, the 
performance of states and the validity 
of the McCarran act method of regula- 
tion cannot be measured solely on the 
basis of whether competition has been 
wholly free, or whether the independ- 
ents have had complete freedom of ac- 


tion on rates. If this had been the only 
national objective in 1945, there would 
have been no point in enacting public 
law 15. The anti-trust laws could 
have been left in full force and effect 
for the business. 

But it is generally agreed, first, that 
a considerable amount of cooperation 
among competing fire insurers is re- 
quired, if adequate loss data are to be 
obtained and made available, and, 
second, that some form of regulation 
to prevent rates based on too narrow 
or too optimistic a view of future 
losses or expenses is essential if loss 
leader abuses are to be avoided and 
if there are to be solvent and respon- 
sible insurance companies. 

Ruinous rate wars which have char- 
acterized the business at times in the 
past and which could have followed 
the Southeastern Underwriters Assn. 
decision have been avoided, he said. 
The primary purpose for which P. L. 
15 was passed has been served. 


Competition Is Considerable 


Has this restricted competition too 
much? Regardless of claims to the con- 
trary, the facts show that a very large 
degree of competition exists in the 
business today, Mr. Herd declared. 

The fire business is easy to get into, 
and growth may be rapid. A company 
has only to meet the minimum fi- 
nancial standards set by statute. It 
can select the classes it wants to write 
and where. No competitor may oppose 
or appeal these choices. 

Also, unlike any other business, by 
merely subscribing to the fire rate 
bureau, a new company can obtain the 
benefit of accumulated loss history 
and the rate making and underwrit- 
ing experience of its competitors, along 
with other bureau services—at cost. 
No wonder, he said, there are more 
than 3,000 fire insurers. More than 100 
fire companies have been organized 
since 1945 in 28 states.* 

Of 50 leading fire and casualty com- 
panies as of June, 1959, seven were 
not on the list in 1938. Of the 10 
largest fire writers today, four were 
not among the top 10 in 1949. The 
fifth and sixth largest writers of fire 
and casualty, both of which testified 
before the subcommittee, were 14th 
and 44th 10 years ago, and 24th and 


75th 15 years ago. A third company, 
which also testified, is 15th today, was 
39th 10 years ago, and 55th 15 years 
ago. 

“The usual indications of monopoly 
are all noticeably missing,” Mr. Herd 
observed. 


Earnings Are Low Or Nil 


There is no claim of excessive earn- 
ings in the fire business because it 
couldn’t be supported by the facts. 
They show a .7% underwriting loss 
in the five years ended with 1958. 
“There are no monopoly profits in 
this business.” 

He added that concentration in the 
business is not great and is on the 
decline. The largest fire and casualty 
company has only 2.9% of the assets 
in the business. The 10 largest fire- 
casualty companies have only 19.6% 
of the assets. Fire rates steadily have 
decreased, new coverages have ap- 
peared. These economic signs are all 
manifestations of virile competition. 

Previous testimony would indicate 
that deviations and independent fil- 
ings were rare and difficult, Mr. Herd 
went on. Yet in New York, for exam- 
ple, as of July 20, 1959, 75 deviations 
were in effect. In 49 states and District 
of Columbia there were 5,928 devia- 
tions and independent filings in 1958, 
compared with 989 in 1948. In 1958, 
premiums written under deviated and 
independent filings totaled more than 
$255 million in 33 states. 

It can hardly be contended, he said, 
that deviations and independent fil- 
ings are of little or no financial con- 
sequence. 


Charge Many Hearings Unnecessary 


But, independents say, these results 
have been achieved only with a great 
many unnecessary hearings and ap- 
peals. The facts are that from 1948 to 
date the thousands of competitive de- 
viations and independent filings re- 
sulted in only 231 hearings asked by 
rating bureaus and in only seven ap- 
peals by those bureaus. 

Competition is keen as to rates and 
forms, and also as to service, between 
segments of the business, and within 
each segment, Mr. Herd pointed out. 

Whether the present degree of com- 
petition is in the public interest, and 

(CONTINUED ON PAGE 6) 
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Aetna Casualty Set 
For New Auto Merit 
Plans In Pa., Mo. 


Aetna Casualty is introducing ig 
Pennsylvania and Missouri on Sept. ] 
a simplified low cost auto policy, ag 
well as a merit rating plan on the 
present family auto policy. 

The new low cost policy, known ag 
Auto-Rite, is offered at a 25% dis. 
count in Pennsylvania and 20% in 
Missouri to drivers who have a three 
year record of no at-fault accidents 
no more than two convictions of vio 





Auto Study In Preparation 

An analysis of the present auto- 
mobile competitive situation—giving 
details of the policies, rating plans, 
underwriting practices and methods 
of leading insurers, including the 
new plan and policy of the National 
Bureau—is being prepared by James 
C. O’Connor and Robert C. Dauer 
of the Fire, Casualty & Surety Bul- 
letins and will be available about 
Sept. 1. 

Single copies of the booklet 
“Automobile Insurance Plans” will 
be available at $3. Advance orders 
may be sent to the National Under- 
writer Co., 420 E. 4th St., Cincinnati 
2, O. 











lating traffic laws, no license suspen- 
sions, and who are not required by 
state law to file evidence of financial 
responsibility. It will be written on a 
three month automatic renewal basis, 
with premiums payable quarterly. 

The policy features single limits of 
liability and provides all the basic cov- 
erages required by most drivers. It 
eliminates some of the special protec- 
tion which is available under the 
family policy. 

In Pennsylvania, Auto-Rite has a 
$50 or a $100 deductible on the liability 
portion of the policy, with savings of 
10 and 15% respectively. The deduc- 
tibles are not offered in Missouri. 


One Accident Can Cost 13% 


Under the merit rating on Auto-Rite 
in Pennsylvania only, policyholders 
who have one at-fault accident, but 
otherwise maintain a good record, will 
receive a discount of 12%. Only a two 
year waiting period will be required 
before the discount reverts to 25%, 
Motorists with one car who have two or 
more accidents, and two car families 
which have three or more accidents 
will not be eligible to continue under 
Auto-Rite in Pennsylvania. 

It is estimated that approximately 
two-thirds of Pennsylvania car owners 
can qualify for the 25% Auto-Rite dis- 
count, while another 25% of the drivers 
could get the 12% discount. Approxi- 
mately two-thirds of Missouri drivers 
can qualify for the 20% lower rate, the 
company estimates. 

Features of the merit rating plan on 
the family policy are identical in both 
states. It is the first to be based only 
on major traffic violations requiring 4 
financial responsibility filing. 


Wash. Governor Hits WC Rates 

Gov. Rosellini of Washington has 
termed the state’s workmen’s compen- 
sation rates a serious deterrent to new 
industry. An intensive review of in- 
dustrial insurance rates by the state’s 
department of labor and industries has 
been promised by the governor. 


— 
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REINSURANCE— 


essential element in all 
underwriting, adds 
scope, capacity, secu- 
rity. 


Employers has pio- 
neered many advanced 
features in Reinsurance 
and is a valuable ally 
in research and service. 





EMPLOYERS REINSURANCE CORPORATION 
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Smith Of Del. In NAIC 
Federal Liaison Post 


Commissioner Smith of Delaware has 
been named vice-chairman of the fed- 
eral liaison committee of National Assn. 
of Insurance Commissioners. He will 
not only serve Zone 2 which he re- 
presents on the committee but will 
also undertake national activity in its 
behalf in relation to the Federal Trade 
Commission and the Senate anti-trust 
and monopoly subcommittee now in- 
vestigating insurance. 

Mr. Smith is also on the association’s 
committee for preservation of state 
regulation. 

Allstate Promotes Seven 

Allstate has made seven executive 
appointments. John Atkinson, former 
sales manager Michigan regional of- 
fice, becomes Ohio regional manager 


HeNATIONAL UNDERWRITER 


at Shaker Heights. Reynold H. Rusch 
of the Cleveland office assumes a new 
post in the personnel administration 
department in the home office. Collier 
B. Parker and James R. Thompson, 
have been named district sales man- 
ager and sales development manager, 
respectively, at Jackson, Miss.; John 
P. O’Connell, accounting manager at 
Rochester, N.Y.; Henry T. Dickie, serv- 
ices manager, Roanoke, and Charles L. 
Kight, district sales manager at Pitts- 
burgh. 


Hegarty Mass. Deputy 

Gov. Furculo of Massachusetts has 
appointed Joseph P. Hegarty Jr. deputy 
insurance commissioner. 

In his eight year insurance career, 
Mr. Hegarty has been in claims ad- 
justing for Aetna Casualty and in legal 
work for Nationwide Mutual. 





Here’s Tailor-made 


Coverage for 


APARTMENT 
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The Tenants Policy . . 
coverage on personal effects for fire, extended 
coverage and burglary, and includes additional 
living expense, personal liability, and medical 
payments. It’s “tailor-made” for good selling to 


For efficient service on Tenants Policies—or any 


make your job easier! Call or write today, 


. 
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places. 


The Holyoke’s cooperative attitude helps remove detours. Its prompt 
service smooths the way, while its 115 years of experience and stability 


furnish a road map toward success. 


You go places with confidence — with the Holyoke Mutual! 


Write TODAY for a valuable 
agency appointment 


HOLYOKE 


FIRE 


Going Places with the HOLYOKE MUTUAL 


Agents who do business with the Holyoke Mutual find it easier to get 
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SALEM, MASSACHUSETTS * FOUNDED IN 1843 
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Sales Expert To Be On 
NAIA Convention Card 


Les Giblin, sales consultant, will 
conduct a seminar on selling at the 
annual convention of National Assn. of 
Insurance Agents in Chicago, Sept. 21- 
23. He is the author of several books, 
including the best seller, How To Have 
Confidence And Power In Dealing With 
People. 

The program will 
speakers on sales topics. 

A major change in the program this 
year is moving installation of officers 
from the banquet Wednesday evening 
to the time immediately after their 
election Wednesday afternoon. 


feature other 


South Dakota Agents 
To Convene Aug. 24-25 


The program has been prepared for 
the annual convention of South Dakota 
Assn. of Independent Insurance Agents 
Aug. 24-25 at the Sheraton-Johnson 
Hotel, Rapid City. 

Luncheon speaker Monday will be 
Commissioner Dawson of South Dako- 
ta. Speakers scheduled for the after- 
noon are Martin E. Cogley of the 
Regan general agency of Sioux Falls 
on “The ABCs of Legal Liability,” 
and F. P. Nuelle of Foster Adjust- 
ment, on “This Is Your Product—The 
Adjuster.” 

Tuesday morning speakers will be 
Joe Kirby, president of Western Sure- 
ty, on “Surety and Fidelity Bonds,” 
and Archie M. Slawsby, president of 
National Assn. of Insurance Agents. 
George Salter, executive vice-presi- 
dent of Providence Washington, will 
speak on fire insurance at the lunch- 
eon, and a ladies luncheon will be 
held. Prior to the business session, 
agents will hear James E. Michels of 
W. N. Van Camp agency of Pierre. 


San Antonio A&H Men Hear 
Of Cooperative Efforts To 


Correct Misunderstanding 


Achievements in correcting misun- 
derstandings and abuses in practices 
of hospitals, insurance agents, and 
doctors were discussed by W. P. 
Hinsch, vice-president and actuary 
American Hospital & Life, at the 
July meeting of San Antonio Assn. of 
A&H Underwriters. He described the 
work of Health Insurance Assn. and 
the Hospital-Insurance-Physicians or- 
ganization to this end. 

Among the points of misunderstand- 
ing which Mr. Hinsch mentioned were 
use of standard reporting form and 
the acceptance of policies for hospital 
admissions without delay. These prob- 
lems are being cleared up through 
conferences, liaison committees to 
work with physicians and hospital 
administrators, and regional work- 
shops, he said. 


Blue Cross Up In Fla. 


Commissioner Larson of Florida has 
granted Blue Cross an average rate in- 
crease of 15.6% instead of the 20.7% 
rise requested. The changes will be ef- 
fective on group policies renewed after 
Oct. 1 and on non-group policies re- 
newed after Jan. 1, 1960. 

Hackendorf To Peoria For Fund 

Fireman’s Fund has named William 
P. Hackendorf claims superintendent 
of its newly established Peoria claims 
division. Mr. Hackendorf has been an 
adjuster in the Chicago office for sev- 
eral agents. 
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Fireman’s Fund Shows 
12% Premium Increase 


Fireman’s Fund increased its pre. 
mium writings 12% from $11,723,009 
to $125,490,000 in the first half of 
1959 as against the same period for 
the year previous. The gain in new 
business resulted in an increase jp 
unearned premium reserve of $11,404. 
000. Statutory underwriting loss was 
$5,024,000. Excluding interest on fed. 
eral income tax refunds, the Fund's 
investment income increased 10%, 
Net investment income, including in. 
terest of $946,000 on tax refunds, was 
$7,597,000. Net income from operations 
without consideration of gain on sale 
of securities was $2,573,000, comparej 
with a loss of $2,377,000 for the first 
six months of 1958. 

Total assets as of June 30 were at 
a new high of $530,984,000; unearned 
premium reserve was $206,032,000, 
and reserve for losses and loss ex. 
penses $120,208,000. Shareholders 
equity on 3 million shares outstanding 
as of June 30, including 35% of the 
unearned premium reserve, was $81.32, 

According to James F. Crafts, pres. 
ident, “Our major problems still in. 
volve rate inadequacies. Needed in. 
creases, following approval by regula- 
tory authorities, are having beneficial 
effects upon current operations and if 
the inflationary trend in our economy 
is held in check, our loss and claim 
costs should stabilize, and we can 
look forward to a return to normal 
underwriting profits. 

The Fund and its affiliates earned 
$1.87 per share for the first half of 
1959 as compared with 24 cents in 
the corresponding period last year. 
Earnings for the six months period 
were $4.57 per share, if federal in- 
come tax refunds received totaling 
$8,106,000 were included. 


Staley Manufacturing Co. 


Names Robertson Buyer 


William S. Robertson, tax and in- 
surance assistant A. E. Staley Co., has 
been named insurance manager of the 
financial division to succeed Henry M. 
Staley, who became assistant treasurer. 
Mr. Robertson went with the company 
in 1957 as an office interviewer in the 
personnel division. 
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CLIENT CASE STUDY 


Locating a Running Mate 


We have arranged affiliations 
of fire and casualty insurance 
companies into one homoge- 
neous organization. Can we 
aid you in locating an insur- 
ance company which will com- 
plement your organization to 
provide true multiple line 
services? Inquire without 
obligation. 
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Court Rules Double 
A&S Payment In Order 


A person with two hospital and 
life medical insurance policies is en- 
titled to collect full benefits from 
poth for the same operation, District 
Judge Richard J. Burke at Salem, 
Ore., has ruled. The decision, believed 
to be the first of its type in the state, 
ordered Northwest Hospital Service to 
pay $175 in medical surgical benefits 
to the policyholder under Blue Cross. 
Oregon Physician’s Service had pre- 
viously paid that amount to the poli- 
cyholder’s doctor for an _ operation. 
Plaintiff sued Blue Cross, which re- 
fused to pay on the grounds that ben- 
efits had already been received under 
another policy. 

In ruling that Blue Cross was liable 
for the payment, Judge Burke said 
that the policy failed to state it would 
not pay benefits if received from an- 
other insurer. The Blue Cross policy 
also did not provide prorated payments 
if the insured person was covered by 
another policy, the judge declared. It 
was also brought out in court that 
Blue Cross had paid the hospital bill 
of $389 and that amount was later 
obtained without going to court from 
Oregon Physicians Service. 

In answering the Blue Cross argu- 
ment that the plaintiff would be un- 
justly enriched by double payment, 
the judge stated: “By the same token 
the defendant will be unjustly en- 
riched if a recovery is not allowed by 
virtue of the premium or subscrip- 
tion charges paid to it by the plain- 
tiff. The court is again mindful that 
the defendant prepared this contract 
and could have especially provided 
against liability under these circum- 
stances, 


Wander At Philadelphia 
For Phoenix Of London 


Phoenix of London has appointed 
George A. Wander assistant manager 
of the middle department at Philadel- 
phia. He will be associated with Leon 
L. Denson, manager. 

Mr. Wander was with American in 
underwriting and field posts before 
joining Phoenix in 1951 as multiple 
line special agent in New Jersey. He 
became state agent in 1952 and resident 
manager of the Newark service office 
in 1956. 

George S. Annis, who succeeds Mr. 
Wander there, has been special agent 
at Boston. 


EUA Votes To Merge 
With Inter-Regional 


Members of Eastern Underwriters 
Assn. have authorized the physical 
merging of its functions with those of 
Inter-Regional Insurance Conference 
and have authorized EUA officers to 
proceed with the move. 


Slates Regional Meetings 
California Agents’ Assn. 


Producer reaction to the first few 
Months of the safe driver plan, the 
dues increase voted by directors, and 
legislation, are the topics to be covered 
at the fall regional meeting series of 
California Assn. of Insurance Agents. 
President W. J. Hobin will attend 
Meetings in southern California, Secre- 
fary-Treasurer Jack C. Schroeder will 
_ the central tour, and Vice- 
President Milton R. Cheverton will 
gl meetings in the northern part of 

state. 

Meetings scheduled are August 31 
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Marysville, Auburn, Bakersfield, Vis- 
alia, Montecito, and Garden Grove; 
Sept. 1 Sacramento, Chico, Fresno, 
Merced, and Culver City; Sept. 2 
Ignacio, Modesto, Sherman Oaks and 
Riverside; Sept. 3, Oakland, Palo Alto, 
Felton, and Pico Rivera; Sept. 4 Rich- 
mond, Niles, Monterey, and San Diego. 


Sharp Rise In OL&T 
In Several States 


National Bureau of Casualty Under- 
writers has increased BI rates for 
OL&T in Alaska 11.2%, Arizona 21.7%, 
Arkansas 20.7%, California 16%, Idaho 
30%, Indiana 23%, Iowa 23.5%, Kansas 
24.1%, Massachusetts 30%, Minnesota 
11.9%, Missouri 26.1%, Montana 12.1%, 
Oklahoma 19.6%, Oregon 23.2%, Rhode 
Island 30%, South Carolina 24% and 
West Virginia 10.9%. 

Classifications affected include stores, 
hotels, churches, hospitals, clubs, res- 
taurants, apartments and tenements, 
boarding or rooming houses, mercan- 
tile and office buildings, and others. 


N. E. Mutual Agents, 
Companies Form Group 


On the recommendation of Mutual 
Insurance Agents Assn. of New Eng- 
land, a company-agents advisory com- 
mittee has been formed in the area. 

The group is patterned after the na- 
tional conference committee established 
by NAMIA. It will act as an advisory 
body to promote better agent-company 
relations and will deal with problems 
in New England. 

Lawrence P. Smith, New London, 
presided at the organization meeting 
at Worcester attended by leading agents 
and company executives. 


Great Novthern Sales 
Show First Half Gain 


Net premium writings of Great 
Northern in the first six months of 
1959 totaled $2,702,236, up 8.9% over 
the same period last year. Surplus to 
policyholders on June 30 stood at 
$5,019,893, an increase of $397,512 
over mid-1958, and assets were $9,- 
817,899, an increase of $919,948. The 
company had a net operating gain of 
$87,266 for the six months, compared 
with a gain of $115,402 last year. 





Underwriters’ Handbook 


Of Indiana Published 


A new Underwriters Handbook of 
Indiana has just been published by 
the National Underwriter Co. It pro- 
vides complete and up-to-date in- 
formation on the agencies, compa- 
nies, field men, general agents, 
groups and other organizations af- 
filiated with insurance throughout 
the state. Copies of the new Indiana 
Handbook may be obtained from the 
National Underwriter Co. at 420 East 
Fourth Street, Cincinnati 2, Ohio. 
Price $12.50 each. 











American Surety To 
Pay Stock Dividend 


American Surety has declared a 4% 
stock dividend in lieu of declaration of 
cash payments during the last half of 
1959. The company paid cash dividends 
of 25 cents a share in April and July. 

The stock payment of one share for 
each 25 held is payable Oct. 1 to stock- 
holders of record Sept. 4. Arrangement 
will be made for purchase and sale of 
fractional interests. Issuance of stock 
as dividends had been authorized at 
the annual meeting in March, and the 
company’s intention to make the pre- 


5 


sent payment was disclosed to stock- 
holders at that time. 


Fireman's Fund Names 
Wilkins Assistant V-P 


Fireman’s Fund has appointed Rich- 
ard P. Wilkins assistant vice-president. 
With the company since 1921, Mr. 
Wilkins has specialized in auto-casu- 
alty operations. He was elected assis- 
tant secretary of Fireman’s Fund In- 
demnity in 1951 and became assistant 
secretary of all the Fund companies 
in 1958. 
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whether it should be increased or de- 
creased, are matters on which opin- 
ions differ widely, even among mem- 
bers of National Board. But it is im- 
portant to remember that free, unre- 
stricted rate competition depresses 
rates to the point where insolvencies 
occur, in which event the insurance 
purchaser has bought nothing. Unlim- 
ited rate competition can have this ef- 
fect. That is because a substantial share 
of the costs of doing business is in- 
curred after rather than before the pro- 
duct is sold. Also, chance plays a major 
role in determining what these costs 
will be. 

Rate reductions are not an unmixed 
blessing. If rates do not adequately 
compensate the insurer for losses, it 
can be more selective in the risks 
insured. It is definitely in the interest 
of the public to have insurance avail- 
able at proper terms for all—not just 
the preferred risks. That will not be 
so if rate competition is completely 
unrestrained. 


The alternative to free rate compe- 
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Sees Need For Balance Of Competition 


(CONTINUED FROM PAGE 2) 


tition is rate regulation. He observed 
parenthetically that rate regulation 
requires that competitors have the right 
to appear and oppose rate reductions 
by other competitors, a right found in 
every regulated business. Traditionally, 
the regulatory agency and consumers 
oppose rate increases; competitors have 
the right to oppose decreases. 

Fire rate regulation is predicated 
upon reasonably accurate predictions 
as to what future losses and expenses 
will be. Such predictions in turn must 
be based largely on pooled data and 
the combined experience of many com- 
panies. 


Can’t Wait For Insolvencies 


Because of this problem, he said, 
it is no answer to the needs of the fire 
business to say that insolvencies can 
be prevented by careful scrutiny of 
profit and loss statements. The time 
between sale and loss is so great that 
regulatory steps to raise rates after 
insolvencies begin to appear come too 
late to do any good. Solvency is pre- 





yrogress and growth 
i g 


* FIRE 

* CASUALTY 

* BONDS 

* WINDSTORM 


LDPC 


810 Baker Building 
Minneapolis 2, Minnesota 
FEderal 9-5847 





REINSURANCE BROKERS 
Exclusively 


More thar a quarter century of constant 


service to insurance companies. 


* ACCIDENT AND HEALTH 


A. E. STRUDWICK CoO. 


Large Enough to Serve You Well... 
Small Enough to Want to 


through unexcelled 


4 
4 
¢ 
4 
¢ 
« 
4 
« 
« 
4 
4 
q 
« 
« 
« 
4 
q 
q 
q 
« 
* AVIATION 
« 

* LIFE 
* MARINE 
4 

4 

4 

4 

4 

4 

4 

4 

4 

4 

4 

4 

4 

4 

« 

4 

« 

4 

¢ 

« 

4 

é 

4 

¢ 

« 

« 

« 


* HAIL 


208 South LaSalle Street 
Chicago 4, Illinois 
CEntral 6-9141 


i il i ta i Li tt i i ta i i i i oe ie i te he ae a i i a i i i a a le le a ee i 











py > ae an we a a a a a a a a a a a a 























CONFIDENCE -- "°F 


successful insurance agent 


Confidence in himself . . . confidence in the service he renders and 
offers . . . confidence in the companies he represents. Without these, 


no man possibly can be a true success in the insurance business. 
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served only if rates cover total costs— 
and no company should be permitted 
to charge less than that plus a profit. 

On the other hand the consumer, and 
indeed the producer and distributor, 
all prosper if competition is strong, if 
it is operating to bring about price 
reductions, improved service and im- 
proved quality of product, and to pro- 
mote operating efficiency. The com- 
petition in the fire business undoubt- 
edly has been responsible for many 
desirable developments, including low- 
er rates and new types of coverage. 

Mr. Herd reviewed the activities of 
the board, an advisory organization. 
He emphasized its public contributions 
through fire prevention engineering, 
investigation of arson, and other ac- 
tivities. The engineering work alone 
costs the board more than $500,000 a 
year. 

He said the board was _ probably 
more responsible for enactment of the 
all industry fire rate regulatory law 
across the country than any other or- 
ganization or combination of organiza- 
tions. Contrary to prior testimony 
before the subcommittee, National 
Board consistently has sought the less 
rigid, all industry pattern of regula- 
tion. 


Report Corrects Impression 


Mr. Berry’s report corrected an im- 
pression left by North America that 
that company’s competitors and their 
trade associations (presumably includ- 
ing the board) have been active try- 
ing to get more restrictive legislation 
and regulation. 

“North America would apparently 
support such erroneous impression 
largely by the simple device of not 
mentioning the board in those juris- 
dictions where the board took the 
lead or was lined up alongside North 
America and others in opposing more 
restrictive legislation and regulation.” 

Mr. Berry than described the board’s 
position and action with respect to the 
West Virginia code, Texas deviation, 
Wisconsin multiple line regulation, the 
New York compulsory rating bureau 
membership bill, a Mississippi fire de- 
viation bill, Kentucky legislation in 
1958, the Arkansas, Florida, Montana 
and Alabama codes, the M-1 report, 
etc. 


Colo. Department Releases 
Equipment To Agency 


Commissioner Beery of Colorado has 
been ordered by Denver District Judge 
Edward J. Keating to release the of- 
fice furniture and equipment seized 
when he placed Mountain Standard of 
Colorado in receivership last June. Mr. 
Beery was directed to return the furni- 
ture, pending final disposition of the 
receivership, to Charles and Blanch 
Grant, who operate the Grant agency 
at Denver and are controlling officers 
of Mountain Standard. 

The Grants’ attorney said they could 
not operate the agency without the 
furniture and records taken, while 
Beery’s attorneys said there was no 
record to show that the Grant agency 
owned the furniture used by Mountain 
States. Otto Fredrichs, court-appointed 
receiver, said the Grants were “deal- 
ing with themselves” and transferred 
title to the equipment in question from 
the company to the agency and did not 
pay for it. 


Three Get Fla. Auto Hikes 


Commissioner Larson of Florida has 
approved private passenger BI and 
PDL rate increases of 16.2% for State 
Farm Mutual; 26% for Allstate, and 
18% for Auto-Owners. 
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National Fire Has 


Another Improved 
Six Months 


Operations of National Fire ang 
Transcontinental in the first six months 
of 1959 resulted in a net income of 
$1,230,673, which compares with $1, 
074,676 for the same period a year ago, 
Underwriting income was -$814,819 this 
year compared wtih -$946,770 in 1953 
while investment income was $2,045, 
492 against $2,021,446. 

Premiums written increased from 
$29.1 million to $33.9 million, and the 
unearned premium reserve stood at 
$58.9 million compared with $57 mil- 
lion. The loss ratio was 57.1%, the 
same as the first six months of 1958. 

The surplus account showed a gain in 
six months of $2.3 million and now 
stands at $67,880,000 compared with 
$53,004,000 June 30 a year ago. 

The loss and expense figure for the 
first six months of 1959 was 97.4% on 
an incurred-written basis, and _ this 
compares with 102.2% the year before. 


Pay $5 Million Loss 
On Crashed Jet Liner 


The American Airlines Boeing 1707 
Jet Liner which crashed on a training 
flight at Calverton, N. Y., killing five 
crew members, was valued at $5 mil- 
lion and was insured through Asso- 
ciated Aviation Underwriters. The 
crash occurred on Saturday, Aug. 15, 
and the claim was paid on Monday, 
Aug. 17. 


3 Shots, 3 Occurrences, 
3 Liabilities Under The 
Policy, Says County Court | 


Yakima County superior court has 
held against Allstate in a suit to limit 
liability under a _ $25,000 personal 
liability policy to $25,000 per occur- 
rence. The suit arises from a shooting 
in which one person was killed and two 
were wounded. The court held that the 
cause of the three occurrences was the 
discharge of a pistol and Allstate’s con- 
tention concerning the mental condition 
of the insured was rejected as only a 
remote cause of the shooting. 


Three Transferred By 
Salt Lake City Adjuster 


Three personnel transfers have 
been made by Scott Wetzel Co., Salt 
Lake City adjuster. Thomas P. Lani- 
gan, manager at Pocatello, Ida., be- 
comes manager of heavy liability 
claims at the home office, and Ray 
M. Kohl, recently at Provo, Utah, 
succeeds Mr. Lanigan at Pocatello. H. 
Douglas Haynes, who has been at 
Pocatello, has been appointed mana- 
ger at Provo. 


i. J. To Hear Bue Ovens 


Commissioner Howell of New Jer- 
sey has called a hearing Aug. 25 on a 
Blue Cross filing for rate increases and 
contract changes. 

The requested rate rise is 17.8% 
over-all for group enrollment—12.7% 
for a single contract and 18.5% for the 
family policy. The non-group increase 
sought is 20.5%. The plan also is pro- 
posing a modified comprehensive con- 
tract, reducing benefit days from 120 to 
60, with a rate decrease of 18% from 
the full comprehensive coverage. 
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Figon Is Ohio Farmers’ WC Head 
Ohio Farmers has appointed Nor- 

man Figon to set up and manage its 

new workmen’s compensation division. 
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No signature of the 
insured is required, 


OTHER FEATURES: 


ALL GREAT AMERICAN PREMIUMS for one 
insured may be combined and paid 
in easy installments—monthly, quar- 
terly, semi-annually or annually. 


FITS PRESENT OFFICE ROUTINE—No 
separate handling or special files 
needed. Premiums and commissions 
reported as usual. 


UNIFORM PAYMENTS—The initial pay- 
ment and all subsequent payments 
are the same. 


LONG TERM POLICIES ELIGIBLE—includ- 
ing five year term. Policies may be 
added, at any time. 


FULL COMMISSIONS IN ADVANCE —when 
policy is written. 


COLLECTION PROBLEMS MINIMIZED 
—Eliminates worry about delinquen- 
cies—does away with need for lengthy 
credit extensions—allows more time 


é for productive sales activity. 
Me yieAVitserenes 
2 Insurance Company For further information including samples of attractive 
% Neeb bok > sales aids, get in touch with the Great American fieldman 
e New Dork ; in your area, or write to the Company. 


GREAT AMERICAN 
INSURANCE COMPANY 
HOME OFFICE: 99 JOHN STREET, NEW YORK 38, N. Y. 
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Findings Of National Bureau Auto 
Market Study Are Recapitulated 


National Bureau’s auto insurance 
market study, completed in 1957, ex- 
plored the attitudes of both the public 
and the independent agents. For two 
reasons—because it was not publi- 
cized, and because subsequent devel- 
opments have placed it in significant 
perspective—it is summarized here 
from the complete story that appeared 
in THE NATIONAL UNDERWRITER of Aug. 
22, 1957. 


The study dealt with factors affect- 
ing the position of the various com- 
pany types in the automobile insur- 
ance field. 

One important finding was that 84% 
of automobiles are insured for liabil- 
ity, 57% for collision, and 70% for 
comprehensive. There were in round 
numbers 42 million cars owned by 
families and individuals and six mil- 
lion commercially owned passenger 
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cars including taxis as of mid-1956. 
The market for insurance is about 
10% below gross registrations be- 
cause of cars scrapped, cars on dealer 
lots and cars registered in more than 
one state. 


Price Is Major Growth Factor 


Price considerations are the major 
factor behind the growth of the low- 
rate companies, even among families 
in the upper income brackets (those 
earning $6,000 or more per year). 

The other primary reason for choos- 
ing a direct writer is recommenda- 
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tion. Here it may be assumed that 
friends and neighbors in making rec- 
ommendations stressed the price fac- 
tor also. Many agent-brokers take the 
path of least resistance when question- 
ed about price and write with a low- 
rate company or a mutual. 

Despite the interest of consumers 
in price, it was found that many of 
them believed that all companies 
charged nearly the same rates. With 
the increase in advertising and word 
of mouth recommendation of the low- 
rate companies, car owners will ap- 
proach their agent, and he may well 
switch them to another company type 
or directly to a low-rate company, 

Those car owners aware of price 
differences do not attribute them to 
diminution of service, but to the com- 
pany’s ability to charge less in terms 
of volume, efficiency or other such 
operating policies. The majority of in- 
sured believe that service varies, but 
nine out of 10 think their company 
offers the best service possible. The 
service factor is difficult to estimate 
because, although those who _ insure 
with direct writers seem particularly 
interested in the service provided. 
Many of those who insure with an 
agent-broker chose him because of 
kinship or friendship. 


Incomplete Conception of Service 


Most consumers believe that service 
means only successful and rapid set- 
tling of claims, and relatively few in- 
sured reported dissatisfaction in this 
area. Of those who shifted because of 
dissatisfaction with claims settling, 
fewer were insured with manual rate 
companies than was true in the case of 
any other company type, except for 
third party liability claims, where the 
percentage of dissatisfaction is 7% 
for manual rate and 8% for low-rate 
companies. 

The consumer findings indicate that 
car owners to date have not been pro- 
vided with a specific, logical, under- 
standable explanation of rate differ- 
ences, except as they favor low-rate 
companies with their reputation for 
volume and efficiency. A feature for 
exploitation may lie in claims han- 
dling, since about half of insured have 
had some _ experience with _ filing 
claims, and the cleanest picture in 
this regard emerges for manual rate 
companies. 

About 19% of those insured with 
direct writers said that reputation was 
a basis for selection. To date the rep- 


utation of manual rate companies 
(CONTINUED ON PAGE 16) 





K. L. PEARCE COMPANY 


PAYROLL AUDIT SERVICE 


PAYROLL AUDIT SERVICE—has the ability and 
get-up to get the job done adequately. 
PROMPT SERVICE—Payroll and other casualty 
audits by representative field auditors. 


AGENCY CONTACT ALWAYS 


HOME OFFICE: INSURANCE EXCHANGE Bldg. 

DES MOINES, IOWA * Phones CH 3-8649, CH 3-8640 

1OWA © MINNESOTA © DAKOTAS © NEBRASKA 

MISSOURI © ILLINOIS * WISCONSIN * INDIANA 
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Record Number To Get 
Institute Certificates 


The requirements for the final cer- 
tificate of Insurance Institute of 
America were completed by 214 per- 
sons in the examinations given in 
May. The new graduates are from 
48 cities throughout the U.S. Their 
certificates will be awarded at the 
annual meeting of the institute on 
Nov. 17 in New York City or at a 
local public insurance group meeting 
whenever appropriate arrangements 
can be made. 

The over-all passing ratio for the 
A, B and C examinations was 73.6% 


GAB Promotes Trawick 


General Adjustment Bureau has 
promoted Henry S. Trawick, adjuster 
in charge at Selma, Ala., to manager 
there. The office has been under the 
general supervision of the manager at 
Montgomery, but has now been estab- 
lished as a separate independent unit. 
Mr. Trawick is assisted by Robert 
J. Lee. 





Md. Blue Cross Rates Up 


Commissioner Sears of Maryland has 
approved a Blue Cross rate increase of 
19.9% effective Oct. 1. The plan had 
sought a 24.5% rise. In his order, Mr. 
Sears directed Blue Cross to scrutinize 
hospital bills to prevent payment of 
charges that should not have been in- 
curred. 

He also rejected a proposal for a 
special deductible feature in contracts, 
under which a patient might pay as 
much as $75 in hospital costs and pay 
15% less than the standard premium. 

Blue Cross and hospital operations in 
Maryland are being investigated by a 
special legislative council committee. 
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No Charge for Children 
12 and Under — 


Harry E. Paulsen, General Manager 
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and 1,054 examinations taken by 843 
persons. This represents a substan- 
tial increase over the figures for May, 
1958, which were 862 examinations 
taken by 687 persons for a 76% pass- 
ing ratio. Since 122 persons completed 
the examinations in January, 1959, 
336 will receive certificates during the 
current year. This is a new record. 

Since the first series of examina- 
tions was given in 1953 under the 
revised educational program, 1,556 
persons have been awarded the final 
certificate. The next examination series 
will be conducted Jan. 25-27. 


Wagner Retiring From 
Phoenix Of Hartford 


Ernest F. Wagner, secretary of 
Phoenix of Hartford in the Pacific 
department, is retiring Oct. 1, due to 
ill health. He has been with the com- 
pany 42 years. 

Began In Loss Department 

He began in the loss department in 
1917 and was in fire underwriting be- 
fore becoming special agent at Phila- 
delphia in 1934, with supervision over 
several states. He was transferred to 


the newly established Pacific depart- 
ment at San Francisco in 1941 as 
agency supervisor and was promoted 
to assistant manager later that year 
He became resident secretary in 1945, 
and secretary in 1946. 

Mr. Wagner has been on the gov- 
erning committee of Pacific Fire Rat- 
ing Bureau and on the regional com- 
mittee of National Automobile Un- 
derwriters Assn. He is also a former 
director of Insurance Underwriters 
Assn. of the Pacific and a past presi- 
dent of Idaho Surveying & Rating 
Burean 
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Basic Coverages: $10,000 liability (per accident) . . 
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Affiliate: The American Life Insurance Company of New York 
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Agency & Production Department 
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have you protected your store clients 
against heavy losses like these? 


Every day, news items prove that liability-claims against 
store owners are increasing in both number and amount. 
At the same time, juries have been more liberal in award- 
ing damages. Yet surveys show that thousands of store 
owners are grossly unaware of the liability risks facing 


100 Broadway, New York 5. N. Y. 
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Barker In Production 
For American Casualty; 
Three Others Named 


American Casualty has named An- 
drew J. Barker production manager at 
Philadelphia. He had been with Amer- 
ican for the past eight years as a multi- 
ple line special agent there. 

In other Philadelphia changes, Wil- 
loughby F. Nicolls Jr. was appointed 
casualty underwriter. He was formerly 
with American as an underwriter. 

Gerald Snow was named Philadel- 


1“ \4Atk_Anda 


“Maybe by the time 
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phia field representative in Mont- 
gomery and Delaware counties. He was 
with Reliance for six years in its mul- 
tiple line operations. 

Vincent R. Owens, a senior under- 
writer for the past two years, has been 
promoted to field representative in the 
area northeast of Philadelphia. 


Lindholm Is Manager At Spokane 
Allen A. Lindholm has been ap- 


pointed Spokane branch manager for 
Stuart G. Thompson, northwest gen- 
eral agents. 


—— 


Gaynor Advanced By 
Phoenix Of London 


Phoenix of London has appointed 
Robert M. Gaynor manager of the 
midwest branch at Lawrence, Kan. 
to succeed Harry W. Hof‘man, retired. 

Mr. Hoffman had been with the 
company since 1924 in underwriting, 
production, as a claims attorney, and 
manager at Lawrence since 1948. 


Massachusetts Indemnity & Life has 
been licensed in Louisiana. 


I get back I'll know what 


my commissions are going to be.” 


Many an agent writing workmen’s com- 
pensation feels “lost at sea” as far as 


commissions are concerned. To keep 


your agency on an even financial keel, 
depend on Bituminous’ prompt payroll 
audit performance. This is just one of 
the Bituminous agency-minded services 
that contribute to profitable and satisfy- 
ing agency operation. Add Bituminous’ 
flexible, open-minded underwriting, 
Bituminous’ best-in-the-business safety 


engineering, Bituminous’ 
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spot claim service . . . you have the mak- 
ings of a smooth cruise. 
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Write for your copy of 
the Bituminous Story, 
Growth through Service, 
annual report and 
financial statement. 
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Phoenix Of Hartford 
Cuts First Half Loss 


Phoenix of Hartford had an under- 
writing loss of $928,544 in the first 
six months of 1959, compared with a 
loss of $4,451,732 for the same period 
of 1958. Premiums written were down 
to $45,100,110 from $52,781,623. Policy- 
holders surplus was up to $132,166,518 
from $126,593,699 at Dec. 31, 1958, 

Loss ratio to premiums earned was 
62 and expense ratio to premiums 
written was 43.7, compared with 65.4 
and 41.7 for the first half of 1958, 
Investment income was $3,156,040 
against $3,055,149. Net gain was $2,- 
227,496 compared with a loss of 
$1,396,583. 

John A. North, president, noted in 
his report to stockholders that a re- 
strictive automobile underwriting pro- 
gram accounted for much of the 14.6% 
decrease in written premiums. He 
pointed to an underwriting profit of 


$518,109 in the second quarter—due 
to improvement in auto and other 
classes. In the second quarter, the 


earned loss ratio for all casualty lines 
was 59.3%. 


Byerly To Sales Post Of 


Consolidated Underwriters 


R. C. Byerly has joined Consoli- 
dated Underwriters at Chicago as re- 
gional sales manager. In the business 
17 years, he has been with Aetna 
Fire, Geo. F. Brown & Sons, and Fred 
S. James Co. Prior to going with Con- 
solidated Underwriters, he was with 
Marsh & McLennan for seven years. 


Pennsylvania Bills Move 


The Pennsylvania house has passed 
and sent to the senate a bill prohibiting 
Pennsylvania companies from writing 
risks in states where they are not li- 
censed. Another bill passed by the 
house would subject Pennsylvania mu- 
tuals and reciprocals or exchanges to 
the state rating laws and would pro- 
vide for uniform classification of ac- 
counts and records. 


Two Okla. City Agencies Merge 

The Ancel Earp and McEldowney, 
Gilliland agencies have merged to 
form Ancel Earp, McEldowney & As- 
sociates at Oklahoma City. The agen- 
cy will continue to represent the same 
companies, including but not limited 
to U.S.F.&G. and the Hartford group. 

Officers of the new company are 
Ancel Earp, chairman; James McEl- 
downey, president; R. H. Gilliland, 
secretary-treasurer, and E. M. Rick- 
man, Cecil Rogers and David A. Wood, 
vice-presidents. 
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Allstate Has 15% Gain 
In First Six Months 


Allstate premium sales during the 
first six months of 1959 increased to an 
all time high and more than 15% ahead 
of the same period last year, when pre- 
mium sales totaled more than $375 
million. 

The company had volume of more 
than $40 million in June of this year. 

Assets increased more than 9% since 
year end 1958 to $643 million, and gross 
surplus gained more than 11% to reach 
$190,875,000. 

The company has added more than 
130 locations in the U. S. and Canada 
in the past 18 months. Total sales- 
service locations now exceed 1,350. 


Postpone Hearing Again 
On California Agents’ Suit 


Hearing on the petition of defendant 
companies in the suit by California 
agents charging anti-trust violations 
has been postponed again, this time to 
Sept. 25. The hearing before Federal 


Judge Goodman at San Francisco had 
been earlier postponed to Aug. 7. 
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Home Makes Changes 
In New Mexico, Oregon 


Wilbur Wolfe, manager of Home at 
Portland, Ore., has been transferred 
to the Albuquerque office as manager 
in charge of New Mexico. He joined 
Home in 1945 as a hail special agent 
in Montana. He became special agent 
for all lines at that office in 1946 and 
was transferred to Albuquerque as 
state agent in 1951. In 1953 he went 
to Portland as manager. 


State Agent Warren Johnson will 
succeed Mr. Wolfe as manager at 
Portland. He joined the company in | 


ee . ° at, 
Portland as a fire underwriter in 1947. | 
Six months later he was made special ! 


agent and in 1954 was, promoted to 
state agent. 


Zurich Appoints Gainer 


Head Seattle Underwriter 


Zurich has appointed Thomas J. 
Gainer superintendent of underwrit- 
ing at Seattle, succeeding Harold C. 
Phillips, who resigned to enter the 
agency field. Mr. Gainer has been in 
the business since 1948. 
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Automobile Collision On River Bottom Presents 
Adjuster With Unique Underwater PD Claim 


Two Port Huron, Mich., fishermen 
may or may not have had any luck 
at capturing the finny denizens of the 
Black River there, but they certainly 
treated any interested fish in the area 
to the rare opportunity of viewing 
their automobiles colliding on the riv- 
er bottom. Like the man demonstrat- 
ing how he lost his finger in buzzsaw 
(“Oops, there goes another one!”’), 


“Unforeseen events...need not change and shape the course of man’s affairs” 


Perfect fit...once! 


the case of the submarine auto colli- 
sion would seem to approximate cer- 
tain aspects of this old story. 

Insured had been fishing at night 
with a neighbor, who backed his car 
down a ramp to load on the boat. The 
car did not hold but slid into the river 
and disappeared from the eyes of man. 
Insured walked home to call a wrecker 
and returned with his car, which he 


parked on the river bank, to light up 
the watery resting place of the first 
car and await the wrecker. As fiction, 
the next event would be considered 
hackneyed, but truth is stranger than, 
and soon insured’s car was rolling on its 
merry way to duplicate the acquatic 
feat of car number one. This it did, 
since insured was unable to reach the 
car in time to stop its progress. In it 
went and collided on the now over- 
crowded river bottom with the other 
car. 








Port Huron Adjustment Co., which 





But he kept on growing. Just as the cost of everything has grown. Replacement costs of all 
your possessions are up because of inflation. For dwellings alone, values have gone up about 
70% in the last nine years. It’s important for you to make sure your insurance protection 
has kept pace with rising costs. So find out the actual value of your home, furnishings and 
personal possessions at today’s prices. Then your local independent insurance agent or 
broker who represents the Maryland in your community can bring your protection up to date. 
Remember: because he knows his business, it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


There are many forms of Maryland protection for business, industry, and the home. Casualty Insurance, Fidelity and Surety 
Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. 





Another striking advertisement to help build more business for the local agent or broker 
by dramatizing the importance of insurance to value 
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handled the claim, was thus able to 
record its first property damage claim 
for an automobile collision occurring 
on the bottom of a river. (The report 
does not state, but since the action 
took place around midnight, any ad- 
juster going home late with talk of 
underwater car accidents probably re. 
ceived a pretty thin reception.) Since 
the Black River is navigable, the loss 
was handled under Michigan law 
rather than marine law. Sun was the 
insurer and the claim is in the pro. 
cess of being paid. 


Beadles Named Editor 
Of Teachers’ Quarterly 


William T. Beadles, dean and vice. 
president of Illinois Wesleyan Univer- 
sity, has been appointed editor of 
the Journal of Insurance published 
quarterly by American Assn. of Uni- 
versity Teachers of Insurance. He wil] 
succeed John Bickley, present editor, 
Jan. 1. Mr. Bickley has edited the 
Journal since it was converted from 
an annual proceedings publication to 


a quarterly publication three years 
ago. 
Mr. Beadles, immediate past presi- 


dent of AAUTI, who also served as 
secretary of the association for a num- 
ber of years, was acting editor of the 
old proceedings for several years in 
the early 1950s. 


Tenn. Agents School Set 


Insurors of Tennessee will hold its 
1960 institute at Vanderbilt University, 
Nashville, June 22-24. A basic curri- 
culum will be offered with a choice of 
two or more subjects at each session. 
Evening discussion sessions and night 
workshops are planned. 


o> 8 rs’ & tt oe hw aslClUrmlUCiw Kt et 


= 2 





Perpetuation of the one man agency, 
consideration of fire and casualty group 
plans, and discussions on third party 
liability will feature the course. | 





faculty will include university teachers 
of insurance and instructors from com- 
panies. 


Set N. C. WC Hearing 


Commissioner Gold has set a hearing 
Aug. 28 on the annual rate filing by 
North Carolina Compensation Rating 
& Inspection Bureau which calls for 
an over-all decrease of 2.3% in work- 
men’s compensation rates. 

By industry groups, the proposed de- 
creases are manufacturing, 5%; con- 
tracting, 3.5%, and all other classes, 
3.1%. 


Cleveland CPCUs To Be Feted 
Cleveland CPCU chapter will hold 

its annual dinner for successful candi- 

dates at the Clifton club, August 27 





Win. H. Malone, Ine. 
744 BROAD STREET 
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N. Y. To Ask Report Of 


Rehabilitation Cases 


New York State Workmen’s Com- 
pensation Board met with representa- 
tives of insurers, self insurers, the state 
medical society, and personnel of New 
York University who are conducting a 
study of rehabilitation, to discuss the 
advisability of requiring special re- 
ports relating to rehabilitation. The 
group went over the form of the re- 
port, which is expected to be issued 
soon. Filing of reports probably will 
be required beginning Sept. 15 on dis- 
abilities occurring June 15 and there- 
after. 

The purpose of the reports is to re- 
quire an evaluation of cases which 
might result in long term disabilities, 
to enable determination of whether 
rehabilitation procedures are indicated, 
and in general to enable the WC board 
to review such cases. 

The report is expected to be required 
where rehabilitation procedures have 
been started; where the insurer be- 
lieves rehabilitation is indicated but 
has not been instituted, and where WC 
has been paid three months and medi- 
cal treatment is continuing or the in- 
surer is continuing to pay WC. 

The new report and review pro- 
cedures are expected to provide im- 
petus and direction in developing a 
sound program for the prompt rehabili- 
tation of injured persons, which would 
reduce the loss to the individual, to 
society and to industry from long 
term disability cases. 


Oregon's Insurance Code 
To Be Subject Of Study 


SALEM, ORE.—Commissioner Mus- 
ser will soon invite agency and com- 
pany leaders here to participate on 
committees to study the insurance 
code and recommend changes for con- 
sideration at the next convening of the 
state’s legislature. 

Multiple peril policies and fraternal 
benefit societies are said to be among 
the items of principal concern. 


Allan Pither Named 


To Surplus Lines Post 


Southeastern General Agency Inc. 
of Coral Gables, Fla., has formed 
Southeastern Surplus Lines. Allan L. 
Pither, for a number of years super- 
intendent of excess and surplus lines 
division of Continental Casualty, has 
been named president of the new 
agency which will represent both 
Lloyds and American markets. 

Before joining Continental Casualty, 
Mr. Pither was with American Foreign 
Insurance Assn. in Chicago, San Fran- 
cisco and Brazil. 


G. A. Mavon & Co. Enlarging Space 

G. A. Mavon & Co., Illinois insur- 
ance company managers, Chicago, is 
enlarging its facilities in the Insurance 
Exchange Building. A tenant of the 
building since 1928, it has retained its 
original location there and has en- 
larged its space from time to time. 
Personnel has nearly doubled in the 
past five years, along with an ex- 
panded field and engineering staff. 

Transportation Insurance’ Rating 
Bureau’s proposed deferred premium 
Payment plan in North Carolina will 
be considered at a public hearing Sept. 
24. The date was changed from Aug. 
27 at the request of Inland Marine 
Insurance rating Bureau which had a 
conflict in schedules. 
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Going Around in CIRCLES? 


...Here’s Your Market for Unusual and 


Tex. Board To Rule On 


New Homeowners Nov. 1 


AUSTIN—The Texas board has set 
a target date of Nov. 1 for final action 
on a new homeowners policy form 
following a well attended hearing at 
Austin, when it was argued that a 
decision should be reached by that 
time because the first of the three- 
year term CDPs will begin to expire 
early in 1960. 

The two-hour hearing dealt mainly 
with the proposed new form submitted 
last April to the board and through 
it to the industry by Assn. of Texas 
Fire & Casualty Companies. No op- 
position to the form was voiced at the 
hearing, although some _ spokesmen 
cited the need for certain clarifications 
and refinements that should be con- 
sidered by the board before final ac- 
tion. 


Sets Deadline For Filing Briefs 


After the hearing Board Chairman 
Jackson announced that Sept. 5 would 
be the deadline for filing briefs or 
suggestions, and that another public 
hearing would be held between Oct. 
5 and 10 in advance of the board’s de- 
cision by Nov. 1. 

Raymond S. Mauk, vice-president 
of American General, reviewed the 
original Texas companies’ form and 
later refinements, pointing out that 
homeowners and CDP should be com- 
bined in one form to reduce both con- 
fusion and expense. He urged the need 
for a flexible form, with a handy rate 
chart showing schedules on various 
types of dwellings in city and town 
classifications. 

New York City Insurance Agents 
Assn. will hold its annual golf tourna- 
ment at Rockville Country Club, Rock- 
ville Centre, N. Y., on Sept. 1. 
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Auto Excess B.I. & P.D. 
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Hard-to-Place Coverages! 


Errors & Omissions 

False Arrest 

Fire & Allied Coverages— 
Excess & Surplus 

Fire Legal Liability 

Furriers Stock 

Hand Disablement 

Liquor Liability 

Marine—Inland & Ocean 

Malpractice Liability 

Mortality—Livestock, Race 
Horses, Zoo Animals 

Motor Truck Cargo 

Non-Appearance 

Oil Drilling Equipment 

Personal Property Floater 

Products Liability 

Professional Entertainers 

Public Liability & P.D. 

Reinsurance—Facultative, 
Treaty & Excess 

Replacement or Depreciation 

Retrospective Penalty 

Riot, Civil Commotion & 
Vandalism 

River Craft 

Salesman’s Floater 

Travel Accident 

Twin Insurance 

Valued Business Interruption 

Warehousemen’s Legal Liability 

Water Damage 

Workmen’s Compensation— 
Excess per Accident or 


Aggregate 
Yacht—Hull & P. & I. 
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Ohio Farmers Companies 


Ohio Farmers Insurance Company 
Superior Risk Insurance Company 


PROGRESS: 


Progress (n) . . . “Movement forward, 
a going or getting ahead, gradual bet- 
terment’’. That's Webster's definition of 
progress. We think it aptly describes 
the road Ohio Farmers has taken for the 
past 110 years. It also describes the 
future of the insurance agent who 
wishes to represent 
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Suffern, N.Y. 


Pontiac Bonneville Convertible by Red Chick, Inc., 


Mother, may I go in to swim? 
Yes, my darling daughter, 
Hang your clothes on a hickory limb, 


But don’t go near the water. 


Mama’s advice was wisdom true 
For me, her darling daughter. 
For when I dove in the water blue 


I knew I hadn’t oughta. 


Behind the tree lurked Sneaky Pete, 
His mind on larceny. 

And while I frolicked in joy complete, 
He raided the hickory. 


Mama was calm when I came home, 
Car and clothes absentee. 
The reason, she said, she wasn’t alarmed: 


I was covered by GF & C!* 


*Personcl effects covered by G. F. & C. Inland Marine Division 


GENERAL FIRE AND CASUALTY COMPANY 


(A Non-participating Stock Company) 
Home Office: 1790 Broadway, New York 19, N. Y. 
Philadelphia 


Minneapolis 


Chicago Newark 


Pittsburgh 





Insurance written through agents and brokers only 


«ge, Conventions 
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Aug. 24-25, South Dakota agents, annual, 


Sheraton-Johnson Hotel, Rapid City. 


Aug. 31-Sept. 2, International Federation of 
Commercial Travelers Insurance Organiza- 
tions, annual, Broadmoor Hotel, Colorado 
Springs. 

Sept. 9-11, Maine agents, annual, Samoset 
Hotel, Rockland. 


Sept. 9-11, Washington agents, annual, Daven- 
port Hotel, Spokane. 


Sept. 10-11, Minnesota agents, annual, Hotel 
Duluth, Duluth. 
Sept. 10-11, Conference of Mutual Casualty 


Companies, sales & agency conference, Con- 
rad Hilton Hotel, Chicago. 

Sept. 10-12, Nevada agents, annual, Stockmen’s 
Motor Hotel, Elko. 

Sept. 13-15, Pennsylvania agents, annual, Bed- 
ford Springs Hotel, Bedford. 

Sept 13-15, Oregon agents, 
Hotel, Salem. 

Sept. 13-16, Idaho agents, annual, Sun Valley 
Lodge, Sun Valley. 

Sept. 14-15, Minnesota mutual agents, annual, 
Pick-Nicollet Hotel, Minneapolis. 

Sept. 14-15, New Jersey agents, annual, Tray- 
more Hotel, Atlantic City. 

Sept. 15-18, Mutual Loss Managers’ Conference, 
annual, Edgewater Beach Hotel, Chicago. 
Sept. 16-18, Society of CPCU, annual, Ambas- 

sador Hotel, Los Angeles. 

Sept. 17-19, American Mutual Insurance Al- 
liance Forum, Schroeder Hotel, Milwaukee. 

Sept. 17-19, Louisiana mutual agents, annual, 
New Hotel Monteleone, New Orleans. 

Sept. 17-19, New Mexico agents, annual, West- 
ern Skies Hotel, Albuquerque. 

Sept. 20-22, West Virginia mutual agents, an- 
nual, Daniel Boone Hotel, Charleston. 

Sept. 20-22, Indiana mutual agents, annual, 
Vendome Hotel, Evansville. 

Sept. 21-23, National Assn. of Insurance 
Agents, annual, Conrad Hilton Hotel, Chi- 
cage. 

Sept. 22, Michigan agents, 
Hilton Hotel, Chicago. 


annual, Marion 


annual, Conrad- 


| Sept. 24-25, Oklahoma mutual agents, fall con- 


vention, Biltmore Hotel, Oklahoma City. 


Sept. 27-30, International Claim Assn., annual, 
Americana Hotel, Miami Beach. 


Sept. 28-29, New Hampshire agents, annual, 
Wentworth-by-the-Sea, Newcastle. 

Oct. 4-5, Vermont agents, annual, Equinox, 
Manchester. 

| Oct. 4-6, Kansas agents, annual, Town House, 
Kansas City. 





Oct. 4-7, National Assn. of Casualty & Surety 
Executives and National Assn. of Casualty 
& Surety Agents joint annual meeting, 
Greenbrier, White Sulphur Springs, W. Va. 

Oct. 7-9, Western Loss Assn., annual, Lake 
Lawn Hotel, Lake Delavan, Wis. 

Oct. 7-9, Wisconsin agents, annual, Schroeder 
Hotel, Milwaukee. 

Oct. 9-10, State Adjusters Assn. of Indiana, 
annual, Severin Hotel, Indianapolis. 

Oct. 11-13, Ohio agents, annual, 
Gibson Hotel, Cincinnati. 

Oct. 11-13, Tennessee agents, annual, Andrew 
Johnson Hotel, Knoxville. 

Oct. 11-14, Conference of Mutual 
Companies, annual, Baker 
Hotels, Dallas. 

Oct. 11-14, National Assn. of Mutual Insur- 
ance Companies, annual, Baker and Adolph- 
us Hotels, Dallas. 

Oct. 15-16, Nebraska agents, 
House, Omaha. 

Oct. 18-20, Maryland agents. annual, Emerson 
Hotel, Baltimore. 


Sheraton 


Casualty 
and Adolphus 


annual, Town 


Oct. 18-20, Missouri Assn. of Independent 
Agents, annual, Hotel Governor, Jefferson 
City. 


Oct. 19, Rhode Island agents, annual, Sheraton- 
Biltmore Hotel, Providence. 

Oct. 19-20, Arizona agents, annual, Camelback 
Inn, Phoenix. 

Oct. 19-21, National Assn. of Mutual Insur- 
ance Agents, annual, Chase Park Plaza, St. 
Louis. 

Oct. 25-27, Illinois agents, 
land Hotel, Springfield. 
Oct. 26-28, California agents, annual, Biltmore 

Hotel, Los Angeles. 


60th annual, Le- 


| Oct. 26-28, National Assn. of Independent In- 


surers, annual, Sheraton Park Hotel, Wash- 
ington, [). C 

Oct. 27-28, Massachusetts agents, 
Sheraton Plaza Hotel, Boston. 

Oct. 29, Connecticut agents, annual, 
Hilton Hotel, Hartford. 

Oct. 29-31, Colorado agents, 
moor Hotel, Colorado Springs. 

Oct. 29-31, South Carolina agents, annual, Wade 
Hampton Hotel, Columbia. 

Nov. 15-17, Kentucky agents, annual, Kentucky 
Hotel, Louisville. 

Nov. 15-18, Indiana agents, 
Hotel, Indianapolis. 

Nov. 16-17, Illinois mutual agents, annual, Pere 
Marquette Hotel, Peoria. 

Nov. 16-18, Health Insurance Assn.,_in- 
dividual insurance forum, Biltmore Hotel, 
New York. 

Nov. 19, Insurance Federation of New York, 
annual, Waldorf-Astoria, New York City. 

Nov. 19-20, Casualty Actuarial Society, annual, 
Sheraton Hotel, Chicago. 

Nov. 19-20, Conference of Mutual Casualty 
Companies, accounting & statistical, office 
methods & personnel, Conrad Hilton Hotel, 
Chicago. 


annual, 
Statler- 


annual, Broad- 


annual, Claypool 
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TO Fit THE NEED 


Any size risk for 


WORKMEN'S 
COMPENSATION 


benefits from 


accident prevention 


/ The value of safety engi- 

neering has long since been 
demonstrated on the big risks. 
It helps hold down both the 
cost of insurance and the less 
easily figured costs related to 
personnel problems. Similar 
advantages can be just as im- 
portant to risks not large 
enough to support their own 
safety program. 


Making those savings 
/ available to their clients 
has helped “Shelby” agents get 
and hold some worthwhile ac- 
counts while, at the same time, 
giving their smaller risks the 
kind of service that builds 
agency reputation. 
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INSURANCE COMPANY 


o SHELBY, OHIO 
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COATS & 
-BURCHARD 


COMPANY 
APPRAISERS 


4413 Ravenswood Avenve 
Chicago 40, Illinois 
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® Appraisals for Correct 
Insurance Coverage and 
Proof of Loss 


® Depreciation Studies 
® Property Ledgers 
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File Constitutionality 
Suit Against Mich. FR 


LANSING, Mich.—State Sen. Has- 
kell Nichols of Jackson has filed a 
suit in Ingham County circuit court 
here challenging constitutionality of 
Michigan’s financial responsibility act. 
The action is aimed at a section of 
the law authorizing the secretary of 
state to demand posting of security 
by a party to an accident or to sur- 
render license and registration of the 
vehicle. 

Nichols represents George and Mau- 
rice Benham, Calhoun County farm- 
ers, who were ordered by James A. 
Hare, secretary of state, to post 
$10,000 bonds or equivalent coverage 
to guarantee financial responsibility 
under the act. They had been involved 
in a fatal accident when a car driven 
by an Albion man struck a disk re- 
flector on the rear of their tractor 
and went out of control, killing the 
driver. The tractor was being driven 
along the shoulder of the highway. 

Nichols contends in behalf of the 
Benhams that the state lacks the con- 
stitutional right to force the plaintiffs 
to supply a bond, since it is claimed 
they were not guilty of negligence, 
no damage action was filed against 
them, and they were not held culp- 
able for the accident by investigating 
authorities. 

The constitutional challenge is based 
on the claim that the Hare order would 
serve to deprive them, without due 
process, of a property right, a right to 
earn a living and a right to operate 
motor vehicles on the highways. Nichols 
said his clients had $5,000 liability cov- 
erage on their tractor. He said the fi- 
nancial responsibility law obviously 
had as its intent protection of the inno- 
cent and not punishment of those free 
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of negligence. 

Judge Marvin Salmon stayed all 
proceedings in the case and issued a 
show cause order. 


Kemper Companies Make 
Number Of Appointments 


Kemper group has made a number 
of appointments: William H. Heineke 
has been named vice-president in 
charge of the seven-state eastern ter- 
ritory; Albert B. Lages district man 
ager in northern New Jersey, and Jay 
A. Richardson to a similar post in 
western Virginia. Robert D. Weder- 
meyer will work with the company’s 
agents in Maryland and the District of 
Columbia. 

An agent for Metropolitan Life from 
1948 to 1954, Mr. Lages was a field 
supervisor in the middle Atlantic 
states for American Hardware Mutual 
from 1954 until now. Mr. Richardson, 
who has been with Kemper since 
1950, was claim manager at Norfolk, 
Va, and Mr. Wedermeyer, who went 
with the company this year, has been 
aclaim adjuster for Crum & Forster. 

John J. Szymanski was named com- 
pensation claims supervisor at Balti- 
more and has been succeeded as claims 
Supervisor at Albany by Robert G. 
Asch. Mr. Szymanski went with Kem- 
per in 1950 as a claim adjuster in Buf- 
falo, and Mr. Asch in 1944 as a claim 
adjuster in New York City. 


Lippman On Leave Of Absence 

Theo Lippman, resident vice-presi- 
dent for General of Seattle at Atlanta, 
has been granted a leave of absence on 
Salary. He recently made a complete 
Tecovery from a heart condition. He 
Will be available on a_ consultant 
basis. He has been with General of 
Seattle group for 24 years. 
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Independent Adjusting 
Firm Formed By Markel 


Markel Service has formed National 
Claims Service, an independent ad- 
justing organization comprised of the 
29 Markel service claims offices 
throughout the U. S. The arrangement 
for placing business with Allstate, 
which has its own adjusting facilities, 
enabled Markel to set up the new 
organization. 

National Claims Service will con- 
tinue the 24 hour service long offered 
by Markel, with immediate investi- 
gations .nd adjustments. 


American Surety Stock Dividend 

American Surety has. declared a 
stock dividend of 4% payable Oct. 1 
to stockholders of record Sept. 4. One 
share of additional stock will be issued 
for each 25 shares held, and arrange- 
ments will be made for purchase and 
sales of fractional interests. Dividends 
declared this year and paid in cash 
were 25 cents in April and July. The 
4% stock dividend will be in lieu of 
cash dividends for the last half of the 
year. 
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HAWKEYE-SECURITY? 


Here are a few Hawkeye-Security answers: 


Agency-minded underwriting 

Agency ad-mats and radio copy 

Expiration lists furnished 

Manuals for rates and rules 

Manuals specify binding privileges 

Expert safety engineering 

* Packaged policies 

Claim draft authority for fully qualified agents 
Pocket rate cards : 
More branch office authority 


MEMBER OF 
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FINANCIAL 
GENERAL 


Insurance Group 


HAWKEYE-SECURITY 


INSURANCE COMPANY 


Des Moines 7 
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3,272 NAMES 


The a board of the Insurance Exchange Building is the largest of any office building 
in Chicago. That’s to be expected, since the Insurance e Exe change is the largest office building 


in the city. 


It is remarkable, however, that all but a handful of os 3.272 names on the 


directory board are those of companies and executives in some branch of the insurance business. 





There’s no comparable assemblage of insurance people and activities 
anywhere else in the world. And nowhere else is there a building 
offering comparable advantages to this great industry. 


Chicago’s Largest Office Building 


America’s Greatest Insurance Building 


INSURANCE EXCHANGE BUILDING 


175 WEST JACKSON BLVD., CHICAGO 4, ILL. 
L. J. SHERIDAN & CO.,. Agents 


Telephone WAbash 2-6756 














PACIFIC NATIONAL-— 


SAFE-DRIVING 
WOMEN OF AMERICA 


BY CO-SPONSORING 
“WOMEN ARE WONDERFUL-DRIVERS” 
SAFETY CAMPAIGN 





PACIFIC NATIONAL FIRE INSURANCE COMPANY 


NED sae 


& KORET OF CALIFORNIA, national women’s sportswear 
manufacturer, are proud to honor the safety-minded women drivers 
of America who are doing their part to keep our streets and high- 
ways safe, ® Through thousands of independent agents and brokers 
...and in hundreds of fashion store windows... we’re telling the 
whole country about this unique, nationwide safety campaign. 

A “Women Are Wonderful- Drivers” safety kit has been de- 
signed by us to give fitting recognition to deserving women drivers 
everywhere. This kit contains safe-driving cards, bumper stickers, 
safety posters, and a safe-driving rules booklet. If you’d like a kit 
for your agency, write to us now at 315 Montgomery Street, San 
Francisco, California. 


PACIFIC NATIONAL FIRE INSURANCE COMPANY 


A Transamerica Corporation Company 


SAM FRANCISCO, CALIF. - PHILADELPHIA, PA. - SKOKIE, ILL. - ATLANTA,GA. - DALLAS, TEX. 





COUNTRY-WIDE 
FACILITIES 














PROVEN 
STABILITY || 


| RAPID CLAIM 
SETTLEMENT 


























33 YEARS 
EXPERIENCE 


STILL BUILDING .. . upon 
_ outstanding service to in- 
dependent agents. 


TRINITY UNIVERSAL 






MULTIPLE LINE 
KNOW-HOW | 


Your ndrpendont 
Insurame /AGEN 





















INSURANCE COMPANY 


Dallas, Texas 
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Review National Bureau Auto Market Study 


(CONTINUED FROM PAGE 8) 


among agent-brokers has not been 
transmitted to consumer thinking. If 
more agent-brokers were to articulate 
their attitudes about reputation, the 
position of manual rate companies 
would improve. 

The role of salesmen employed by 
direct writers is extremely important, 
with about 5% of all insured recalling 
that they had been contacted by a 
salesman for a low-rate company. 
Only 1% recalled having been con- 
tacted by a salesman for a non-stock 
company and less than 1% recalled 
having been approached by an agent 
who discussed a manual rate company. 

Consumer awareness of auto insur- 
ance advertising is a result primarily 
of advertising efforts of low-rate com- 


{ panies. 


| is deemed unpleasant by 


Consumers did not volunteer any 
pertinent information on policy for- 
mat. But the Allstate policy was 
found easy to follow by more persons 
than were policies issued by other 
companies. 


Companies More Concerned 


The findings reveal that the major- 
ity of agents and brokers are not as 
concerned over the bureau companies’ 
position in the market as are the com- 
panies. This is due to the fact that 
many of their attitudes are based on 
local conditions reflecting situations 
where “business was never better” 
and that a number of agents are re- 
presenting lower rate and mutual 
companies as well as manual rate 
companies to strengthen their own 
competitive position. 

Auto insurance represented a sig- 
nificant proportion of the business of 
agencies studied, though the propor- 
tion of auto insurance income to total 


tends to reduce as the size of the 
agency increases. 
Soliciting business through cold 


canvass calls is not utilized by most 
agents—because they are too busy— 
and because door-to-door solicitation 
many, es- 


| pecially where the product is intan- 


gible and where there is a price dis- 
advantage. 

A sizable proportion of agents be- 
lieve the bureau and its member 
companies have not been progressive 
in their automobile insurance opera- 
tion regarding pricing and other mar- 
keting factors with the result that 


, stock companies have allowed direct 





and |] v-rate companies to gain pre- 
dominance. 

The study indicates that changes 
requiring joint support and conces- 
sions on the part of companies and 


For LIQUOR LIABILITY 


Available on experience-rating plan for 


each and every risk 


and minimums (Illinois only). 


For EXCESS LIABILITY, all forms 
If you're stuck with only $10, 20.000 BI and 
$10,000 PD, ask us for a prompt quotation. 


Vickery, Hoyt and Graham, Ine. 


Insurance at Lloyd's 
West Jackson Boulevard 


14] 
1, Illinois 


Chicago 
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agent-brokers must be made. 

Agents should be assured relation. 
ships with customers will not be 
jeopardized but that continuous poli. 
cies and direct billing are best for all. 
Most agents do not favor a combina. 
tion type of policy for auto and home. 
owner, though the more astute and 
progressive agents, regardless of size 
were more favorable. 

Member companies must look for. 
ward to a declining volume unless 
marketing factors change in the im. 
mediate future. However, auto insur. 
ance should not be discontinued in the 
light of its importance to other lines 
of insurance. 


List Suggestions 


Suggestions made include develop- 
ment of a more competitive, market- 
able and easily understood product 
that can be sold by the aver. 
age agent at a price representing a 
“value” to the average car owner; 
reappraisal of methods of figuring 
rates and classifications to make 
them more attractive to the safe dri- 
ver and at the same time offer the 
opportunity to accept other risks 
from auto insured at a profit; study 
of all aspects of cost and daily opera- 
tion including clerical expense, decen- 
tralization, continuous policies, fast 
settlement of collision and compre- 
hensive claims, and acquisition costs; 
regaining support of agents and bro- 
kers by giving them a more salable 
product at a price that represents 
value to the average car owner, and 
getting them properly to represent 
manual companies, even though it 
might mean getting new agents in 
some areas, and development of a 





forceful advertising program directed 
at educating the public on the value 
of doing business through the agent-| 
broker and on the value of fast and 
fair claim handling. 


Boyanton Is Assistant 
Manager Of Cotton F.&M. 


E. D. Boyanton has been appointed 
assistant manager of Cotton Fire & 
Marine Underwriters. He joined the 
company in 1955, and since 1958 has 
been in charge of the building and 
machinery and business department. 

Merton L. Meeker has been pro- 
moted to superintendent of the fire 
and marine department of U.S.F.&G 
at Portland, Ore. He has been with 
the company since 1952 and has been 
supervisor-underwriter for two years. 
He tormerly was with Loyalty group. 


new, lower rates 
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Fund Marketing Setup Fills Agents’ Needs 


(CONTINUED FROM PAGE 2) 


of underwriting is reduced through 
elimination of complications. 

6. The six month renewal period 
requires smaller unearned premium 
reserves than policies written on an 
annual basis, allowing the group to 
expand into the total insurance market 
without impairment of surplus. As a 
result, The Fund can provide a larger 
market in all lines to agents. 

7. Rates are more responsive under 
the six month renewal plan. 

8. Under Economy Plus, selective 
underwriting will group only the best 
risks to maintain their own low rate. 


Expirations Protected 


Under Economy Plus, maintenance 
of the agent’s identity with insured 
is carefully guarded. The agency name 
and address are printed on the bill, 
and insured is urged to contact the 
agent when changes are necessary. 
Agents’ ownership of expirations is 
established in the agency contract. In 
essence, agents are urged to do a pro- 
fessional selling job, while The Fund 
acts as their collector. 

With regard to agents’ objections to 
selling both standard coverage and 
low cost Economy Plus, the company 
has pointed out that agents already 
represent companies competing for 
business on a price, service and cover- 
age basis. This business has not all 
gone to the economy type writers, nor 
will it under Economy Plus. In prac- 
tice, many good clients can’t qualify 
for the plan, and others should not be 
put in the low cost program because 
of the higher limits or special service 
they require. Furthermore, some cus- 
tomers may not wish to pay cash on 
the barrel head. Some may feel that 
there is an advantage in being billed 
annually, thus getting a guaranteed 
rate for a year instead of six months. 
And, of course, other insured will be 
best served if their private passenger 
business is placed with their commer- 
cial car or other liability coverage. 


Emphasizes Continuation 


The Fund has emphasized that it 
continues to write standard auto busi- 
ness as it has in the past. But it ad- 
vises agents to take a hard look at their 
potential auto market and how little 
of it they are getting. Economy Plus, 
the company notes, is an additional 
weapon to attract this business and 
keep it within the agency system. 

Also launched in early 1959, was a 
nationwide A&S sales promotion cam- 
paign. The program, known as “Health 
Programs of Perception,’ features 
modern A&S covers for every client 


presently on an agent’s books and for 
every prospect in the community. To 
make the agent’s sales job easier, The 
Fund provided a unique pocket size 
slide rule rate chart for rapid, on-the- 
spot rate quotations. The Perception 
series includes a wide range of indivi- 
dual and family hospital, medical and 
income-continuance plans for prospects 
at every economic level. 


Public Service Plan 


As a public service, The Fund/65 
A&S plan was introduced last Febru- 
ary to provide moderate hospital pro- 
tection on a group basis for men and 
women over 65. It was originally 
marketed in California through news- 


paper advertising, and was_ subse- 
quently extended to other western 
states. 

Intelligent public relations efforts 


accompanied the marketing of this 
plan. In a special bulletin to all Cali- 
fornia producers, President Crafts re- 
viewed the threat of government pro- 
vision of insurance for the aged, if 
private insurers do not meet this need. 
He pointed out that if the campaign 
was to be successful, all policies must 
be issued and effective on the same 
date, and that enrollment was there- 
fore limited to the period from Jan. 5 
to Feb. 1. Since it would be impossible 
for all producers to contact all eligible 
citizens within this brief period, The 
Fund made arrangements to reach the 
state’s senior citizens through a mass 
newspaper and direct mail program 
with facilities for application through 
a producer specializing in this class of 
business. 

Another reason for this approach, 
Mr. Crafts said, was due to the fact 
that the $6.50 monthly premium is 
about the limit elderly people can af- 
ford. With an anticipated high loss 
ratio, too few dollars remained to allow 
customary procedure in the sale of 
A&s policies. 

After this explanation to producers, 
The Fund invited its agents and bro- 
kers to participate in the plan and 
thereby help to alleviate the protection 
problems of older persons. A substan- 
tial number of the company’s repre- 
sentatives participated in the program. 


Significance To Agents 


The Fund believes that its 65/Plan 
will benefit its agency force in many 
areas of activity, because of the credit 
it reflects on the entire business. In 
addition, the program will bring great 
consumer awareness of the company’s 
increasingly important position in the 
A&S field. This is bound to lead to 
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Kurt HITKE 6 COMPANY. INE. 


Managing General Agents 


175 W. Jackson Blvd. 
Phone WAbash 2-3622 
Chicago 4, Illinois 


430 N. Fifth St. 
Phone SPringfield 8-4305 
Springfield, Illinois 


With Offices In 


ATLANTA ——— BALTIMORE —— MIAMI 
PUBLIC LIABILITY AND PROPERTY DAMAGE for 


Manufacturers-Contractors Hole-in-cne 


Owners-Landlords-Tenants Amusement Parks 
Elevators Traveling Carnivals 
Liquefied Petroleum Gas 
Bowling—300 Game 


Exterminators 


Roller Skating Rinks 
Rodeos 

Shooting Galleries 
Products Liability Fireworks Exhibitions 
Tree Surgeons Auto Racing 


Baseball Parks 





Dram Shop Liability 
Hospitals-Rest Homes Swimming Pools 
Riding Stables 
Dance Halls 


Air Shows 


Your Sales Will Go Up 
When You Use Our 


Facilities 


Beauty Shop Malpractice 
Physicians Malpractice 


Dentists Malpractice 


False Arrest 
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greater multiple line sales opportuni- 
ties for agents. 

Company employes were given ad- 
vance notice of the plan and were 
provided with reprints of the news- 


SURPLUS LINES PLACEMENT ean mga neg 
REQUIRES SPECIALISTS 


families and friends—many of whom 
would be eligible for the coverage. 
Informed employes were thus able to 
publicize the campaign from incep- 
tion. 

Homeowners, with Economy Plus— 
the low cost auto plan—and the Per- 
ception A&S program rounded out the 
three coverages The Fund aggressively 

+ 7 promoted in 1959. In connection with 
ie) a EB RISK AGENCY homeowners, the company developed 
a flip-chart visual aid for agent’s use 
in presenting this complex subject to 

H © . prospects. The chart—simplified by 
Dedicated to provide you with numerous illustrations—was an inno- 
vation because the company offered it 
to agents at cost. Other sales promo- 
tion materials are supplied free of 
charge. Response indicated wide ac- 
Wham imeluelitit: m4 Experienced in ceptance by agents in all states where 
the new homeowners has been intro- 
duced. 


Flexible Budget Plans 


Prompt & Efficient Service By 


The Excess & Surplus Line Field 


Credit account plans, designed for 
flexibility, were introduced by The 
Fund in June and marketed through 
the new research, development and 
sales department. Known as CAP, the 
(Agents & Brokers Only —No Direct Business) plans are based on the theme of time 
—time for the agent to sell accounts 
of insurance and time for insured to 


Edward Roe Edward J. Cuff pay for the multiple line protection 
he buys. CAP is designed for individu- 
175 W. Jackson Blvd. Lewis Tower Bldg. als, families and for business protec- 
tion programs. The agent’s potential 
Chicago 4, Illinois Philadelphia 2. Pe. market therefore is expanded in every 
residential neighborhood and in every 
WEbster 9-0620 PEnnypacker 5-3388 business district. 


Four separate premium installment 
plans are available—one to fit every 
insured’s needs. Plan A divides total 
premium into 10 equal installments, 
and Plans B, C, and D—applicable to 








The quality of Yankee seamanship was made known 
‘round the world by the “iron men and wooden ships’”’ 
of Nantucket’s famed whaling fleet. The tradition 
of quality remains a proud part of the 
New England heritage of Peerless Insurance Company, 
as evidenced by the service it provides 
for Independent Agents, with modern, 
multiple-line coverages in the 
Bond, Fire, Accident & Health, and Casualty fields. 






. 
Bonds and Burglary J E E F LE Ss Ss 
Fire and Inland Marine f 
Accident and Health Insurance) genet 
Casualty anid Liability Lines —eesey 
: A Multiple Line Company Keene, New Hampshire 
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policies written for terms of three 
years or more—provide for 30 equa] 
monthly payments, 10 equal quarterly 
payments, and three equal annual 
payments, respectively. Up to foy 
policies may be included in each plan 
combining packaged protection with 
budget-saving easy payments. All Pay- 
ments are equal. There are no larg 
down payments sometimes require 
by competitive plans, nor are pay- 
ments required in advance of effective 
dates of policies. 

Some Limit Commission 


Some plans limit commission to pre. 
miums covering one year. Under CAP 
agents get full commissions on the 
total premium as soon as agreements 
are entered in their account. One copy 
of the agreement form serves as the 
commission voucher. 

Except for down payments, which 
agents collect when CAP agreement; 
are written, and delinquent payments 
The Fund makes all collections. Agent 
are freed of costly, time-consuming 
bookkeeping and follow-up. Insure 
are supplied with premium paymen 
cards with which they make payments 
direct to the company. 

Although collections of installmeny 
are made by the home office, all agree. 
ments are included in the agent’s reg. 
ular account—through the office with 
which he normally works. No specia 
accounting offices have been set up to 
complicate agency procedures. 

Many insured might need two or ali 
four plans. For example, auto cover. 
age and the personal property floate 
would come under plan A, and a nun- 
ber of three or five year term policie 
that are eligible for more liberal term; 
would fall under plans B, C, and D 
In this event, insured are supplied 
with premium payment cards for eac! 
plan with which to identify their pre- 
mium payments. One check, however 
is all that is necessary for all pay- 
ments due in the same month. 


Other Features 


CAP agreements are not “open end.’ 
Agents retain full control over renevw- 
als. The Fund helps by sending “thank 
you” cards to insured when final in- 
stallments are received. Reminde 
notices to consult the agent on renew: 
als are also sent. 

All policies written by the grow 
companies are eligible for CAP, excep 
reporting form policies and _ policie 
subject to audit (unless the deposit i 
the full estimated annual premium 
policies not subject to cancellation by 
notice; assigned risks; Massachusetts 
auto liability policies; policies written 
through pools or syndicates, and thos# 
written for less than one year. Ohi 
and Virginia business is not eligible 

Among the most effective sales help 
The Fund provides to agents are Pro 
duction for Profit kits. Each feature 
a major line of business and include 
all information—technical and nom 
technical—the agent needs to develo 
a profitable volume in the line. Th 
kits are also valuable as a source © 
reference and for training of nev 
agency personnel. 

The burglary kit, for example, tell 
agents how to locate more and bette 
prospects; how to sell additional cov} 
erage to established clients; how 
explain and sell crime coverages faster 
and how to use The Fund’s advertis} 
ing material to stimulate sales. , 

Prospects for each form are ident 
fied, the coverage is explained, and 
instructions for policy writing and rat 
ing are synopsized with directions 
where to obtain additional informatio. 
Short sample sales talks are provided, 
and sample letters to be used with 
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an advertising folder enclosures are 
also included. 

A list of pertinent direct mail ma- 
terials is given with instructions for 
ordering. Each Production for Profit 
kit is a handy technical and _ sales 
course for the newcomer in an agency 
and a valuable “brush up” tool for the 
veteran. 


Study Course, Other Aids 


In conjunction with the kits, a home 
office correspondence study course 
pased on the material in the kits is 
provided. Agents satisfactorily com- 








at United lacific 


ey ee 


SERVICE | 


is our most 
important 



















UNITED PACIFIC 


SUBSIDIARY COMPANIES 
UNITED PACIFIC LIFE 
CASCADE 


i. (hices : focsos Melee 

















Service Guide 


O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 




















ROBERT I. BUSHNELL 
Management Consullant 
6 Insurance Organizations 
Hoydens pee Connecticut 











BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 


EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND DALLAS MIAMI 











WHITE & WHITE 


Inspection & Audit Service 
Offices in 18 Midwestern Cities 
Prompt—Efficient—Economical 

629 East 71st Terrace 
Kansas City 10, Mo. 











FieNATIONAL UNDERWRITER 


pleting assignments are awarded cer- 
tificates of merit. 

The Fund also makes available to 
agents at less than cost, The Record, 
a monthly general interest family ma- 
gazine of digest size, printed in color. 
The publication—the oldest fire com- 
pany magazine—is imprinted with the 
agency name for mailing to clients 
and has proved to be a most effective 
“soft-sell” sales tool. It is an economi- 
cal and dignified advertising medium 
which departs from the beaten path. 
It helps in maintaining confidence in 
the agent, in securing renewals and in 
obtaining additional business. It is a 
good door opener for sales presenta- 
tions. Most important, it is a valuable 
customer contact on a regular month- 
ly basis, between solicitations, renew- 
als and billings. 

A significant note on The Fund’s 
attitude toward its agents lies in a 
slogan that has been used effectively: 
“Service First.” This highlights the 
fact that although the company has 
adopted modern marketing organiza- 
tional plans and has provided numer- 
ous up-to-date devices to implement 
sales efforts, it realizes that its main 
strength lies in improved performance 
through the agency system. It there- 
fore intends to help in advancing that 
system to the ultimate benefit of in- 
sured, the agent and the group itself. 


Metropolitan-Marquette 
Canoeists End Voyage 


The two canoeists sponsored by 
Metropolitan-Marquette group of Chi- 
cago-New Orleans have completed a 
seven-week trip from Chicago to New 
Orleans in a reenactment of the historic 
canoe trip in which Father Marquette 
discovered the Illinois and Mississippi 
Rivers. 


Miss. Acts On Filings 

Mississippi has approved a_ joint 
filing by the state rating bureau, Na- 
tional Bureau and Inland Marine In- 
surance Bureau, including rules, rates 
and policy forms for an industrial pro- 
perty policy. Personal property, build- 
ings, and improvements and better- 
ments may be covered under the policy. 

The basic forms are attached to the 
standard fire policy and cover the same 
perils, plus burglary or robbery. The 
personal property endorsement is avail- 
able at the option of insured. The 
coverage is only for insured who man- 
ufacture or process goods. It may be 
written on a reporting or non-reporting 
basis, but only for two or more loca- 
tions. 

The state rating bureau’s radio- 
active contamination assumption en- 
dorsement has been approved. It pro- 
tects insured using radioactive material 
from direct contamination loss on their 
premises only. 

Midwestern Ins. Co.’s proposed rates 
and policy form for substandard auto 
risks were approved. The rates include 
a surcharge of 200% to 250%, and the 
policy is issued on a six month or a 
three month basis. The plan, according 
to the company, has been operating for 
several months in Oklahoma, Kansas, 
Colorado and Nebraska. 

Jersey Ins. Co.’s 20% deviation on 
fire and allied lines rates was approved 
as was Dixie Auto’s filing, including 
rates and policy form, for auto BI, PDL 
and PHD. Dixie Auto will issue the 
regular combination auto policy at 75% 
of bureau rates to farmers, ministers 
and school teachers, with full charges 
for others. 

Farmers & Merchants’ 20% deviation 
from rates of the state rating bureau 
was renewed. 
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SALE 


An insurance buyer who balks at accept- 

ing an adequate insurance program, 

much as he needs it, will often change 

his “‘no” to a “yes” when you offer him 

the easy way fo pay—a premium bud- 
get plan. 

The ACCO Premium Budget Plans are 

a wonderful help in closing sales... in 

conserving present business ... and in building additional volume. 

THREE ACCO FEATURES: (there are many more) (1) Policies of 

other companies may be included with American Casualty policies in 

on ACCO Budget Plan; (2) Agent receives a check for gross financed 

premiums (not script or account credit); (3) New coverages may be 

_ added to existing contracts. If you'd like more details about the 
ACCO program, just mail the coupon. 

* * * 
Complete Multiple Line Insurance Facilities >, 
CASUALTY + SURETY + FIRE - MARINE - ACCIDENT & HEALT 


AMERICAN CASUALTY 


59 Branch and Service Offices Coast to Coast 
HOME OFFICE—READING, PENNSYLVANIA 


AMERICAN CASUALTY CO., Reading, Pa. 
Please send information kit on the ACCO PREMIUM BUDGET PLAN. 
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Subcommittee Hears Associations, Advisory Bodies, Rating Bureau Tell Their Story 


(CONTINUED FROM PAGE 1) 


chairman of an AIA committee named 
to lock into this problem. National 
3oard had a similar committee. 

Sen. Kefauver expressed strong dis- 
favor of the move by the companies to 
form one national fire advisory organ- 
ization through Inter-Regional Insur- 
ance Conference. The acidity of his 
opinion of this current development 
caught the witnesses and the audi- 
ence by surprise. 

Industry witnesses, in the order of 
their appearance, were: 


Barry For His Companies 


John R. Barry, president of Corroon 
& Reynolds companies, who appeared 
for them. Edmond M. Hanrahan of 
New York was counsel, and Hugh 
Garland of C.&R. was on hand. 

Kenneth O. Smith, general manager 
of New York Fire Insurance Rating 
Organization. Abraham Kaplan was 
counsel. NYFIRO’s story will be car- 
ried next week. 

John A. North, president of Phoenix 
of Hartford, who appeared for Ameri- 
can Insurance Assn. and who made 
comments on his own behalf. Mr. 
North was introduced by Sen. Dodd of 
Connecticut, a member of the parent 
judiciary committee. John F. Neville, 
secretary of AIA, and H. Clay John- 
son, executive vice-president of Roy- 
al-Globe, both attorneys, appeared 
with Mr. North. W. E. Miller and R. A. 
Whiting of Steptoe & Johnson, Wash- 
ington and Charleston, W. Va., law 
firm, were of counsel. They also re- 
presented National Board. 

Charles M. Close, executive vice- 
president of Great American, for 
Inter-Regional Insurance Conference. 
Royal M. Beckwith, manager of IRIC, 
and Charles P. Butler, general coun- 
sel, were on hand. Michael DeSantis 


of New York was of counsel. That 
story will be reported next week. 
Kenneth E. Black, president of 


Home, who appeared for himself and 
his companies. Mr. Black was ac- 
companied by W. W. Allen, vice- 
president of Home; Charles A. Laugh- 
lin, general counsel; and W. F. Pease 
of the New York law firm of Sherman, 
Sterling & Wright. Mr. Black’s testi- 
mony will be reported later. 

J. Victor Herd, president America 
Fore, for National Board. He was ac- 
companied by J. Raymond Berry, 
general counsel of the board. Their 
presentation is carried in a separate 
story. 


Fighting The Independents 


Mr. McHugh asked Mr. Berry if he 
were a member of the NYFIRO com- 
mittee of executives appointed to fight 
the independents. Mr. Barry said he 
was, and that the committee was 
named to consider what should be 
done about North America and All- 
state filings since it was considered 
that the filings violated the New York 
rating law. 

Is that committee still in existence? 
Mr. Barry said he didn’t know but that 
it probably is. “Are you still the chair- 
man?” Mr. Barry replied that if the 
committee is still in existence, he is 
still chairman. 

North America made its filing on 
dwelling rates at 10% off on the 
theory that it would modify commis- 
sions, Mr. Barry said. NYFIRO asked 
for an injunction and got it. The day 
after that North America wrote its 
agents that it would leave commis- 
sions status quo if other NYFIRO 
companies agreed to pay the same 
commissions. North America also of- 


fered to pay 25% for a certain volume. 
That volume had to be taken away 
from Corroon & Reynolds and other 
companies, he declared. 

Mr. McHugh asked if it was Mr. 
Barry’s position that no company can 
sell at a lower price than that of 
C.&R. 

If, Mr. Barry replied, all the com- 
ponent parts add up to “adequate” 
rates, yes. 

“As I sit here New York City may 
be burning down,” he added. “Our 
contention was that just to reduce 
commissions won’t guarantee a_ loss 
ratio.” As the U. S. appeals court 
ruled in the District of Columbia case, 
a separate rate for each insurer would 
have the practical effect of establish- 
ing the lowest practical rate as the 
general rate for all. 

“That supports your view in favor 
of uniform rates,” Mr. McHugh asked. 


Other Ways To Return Earnings 


Yes, he replied. There are other 
ways to return earnings to policy- 
holders, he indicated—dividends by 
mutuals, participation by stock com- 
panies, after the insurance term. The 
job of insurance departments is to 
protect the public by being certain 
the insurer is solvent. 

Then regulation is 
only? 

The big company can step out and 
get the business any time it wants to, 
Mr. Barry rejoined. No company has 
full independence of action because 
what they do has to be approved by 
the insurance department. Competi- 
tion takes many forms, for example a 
company may give engineering serv- 
ice, or provide some other feature. 

Making of rates by bureaus is a 
privilege and not a right, Mr. Barry 
continued. That privilege is conferred 
by the state. 

“Would you make other companies 
charge the same rates?” 

No, but the New York courts have 
held NYFIRO to be an aggrieved 
party. In running the rating bureaus 
the companies have to spend a lot of 
time and effort, Mr. Barry added. 


for solvency 


“Do you believe that payment of 
dividends, as the mutuals do, is the 
preferable method,” Mr. McHugh 
asked. 


Eliminates Guess Work 


Well, Mr. Barry said, it eliminates 
crystal gazing. 

“Do you believe it is discrimination 
if a company discounts the rate in 
advance?” 

Yes, he replied. Bureau members 
are compelled by law to observe the 
rights of mutuals but the independents 
are not compelled to do so. Every 
company should live up to the law. If 
the stock companies were allowed to 
act in concert and they agreed to a 
20% discount, they would put the 
mutuals out of business, he declared. 

“How much of the fire and allied 
lines business do stock companies 
write in New York?” 

About 85 to 90%. 

“That doesn’t leave much for the 
mutuals, does it?” 

Mr. Barry stated that if NYFIRO 
has certain standards for rating and 
independents and deviators have other 
standards, both rates are not likely to 
be correct. One is discriminatory. 
NYFIRO has a town grading system 
in which 169 changes were made last 
year. North America took NYFIRO’s 
grading but have not made a change 
in it since. 


“One of us is discriminating,” Mr. 
Barry asserted. “North America must 
be because they haven’t made any 
changes.” 

Mr. McHugh asked if a company 
could not predicate lower rates on a 
difference in expenses. Mr. Barry said 
that rates are made on the average 
of the expenses of all companies. 
Rates can’t be made on the lowest or 
highest expense, as the court held in 
the D. C. case. 

“Is it your contention that if a 
company charges lower rates, it is 
discriminating,’ Mr. McHugh asked. 


Averages Eliminate Gambling 


No, Mr. Barry said. But it is neces- 
sary to find out after one, two or five 
years what the losses were. A rate 
cut can’t be based solely on expenses. 
This is a risk business. The objective 
is to work on averages in order to 
eliminate the gambling element. Those 
averages should be for all companies. 

“Did you act with other companies 
on a national level to devise means of 
opposing independent filings?” 

No, sir, Mr. Barry said. 

“Weren’t you a member of the 
special committee of chief executives 
of National Board named to do that? 
What was its purpose?” 

To learn the over-all picture, Mr. 
Barry replied—to determine if our 
rates were correct, and if not, to 
correct the situation by legislation if 
necessary. 

“Wasn't the purpose to oppose in- 
dependent action by North America 
and others?” 

It was not a plan to devise a system 
of opposition to North America, he 
replied. If America Fore, or Corroon 
& Reynolds, or anybody else had done 
what North America did, it would 
have been the same thing. The issue 
was partial subscribership. 

“How long did you serve on the 
special committee of chief executives 
of National Board?” 

“If it is still in existence, I guess I 
am still on it,” Mr. Barry said. 

Mr. McHugh brought out that in 
1954 a special subcommittee of law- 
yers was named by National Board to 
study rights of subscribership vs 
rights of membership. The issue had 
been raised by the North America 
filing. The subcommittee discussed 
partial subscribership as a_ possible 
unfair trade practice. To the report of 
the lawyers Hugh Garland, represent- 
ing Mr. Barry, dissented. Mr. Garland 
indicated that he did not recall the 
details of the incident but would check 
his records and provide the subcom- 
mittee with a supplementary brief. 


Protection Of Small Ones 


When Mr. McHugh indicated that 
the records showed National Board 
opposed partial subscribership, Mr. 
Barry said that there are still members 
of the all industry committee who 
insist that the section on partial sub- 
scribership was designed for small 
companies. Everyone was represented 
on that committee; including North 
America, he said. It was never in- 
tended that North America should use 
the section. 

“If North America wants to do it 
that way, we can all do it that way,” 
Mr¥. Barry declared. 

He added that North America is on 
record at many points that it couldn’t 
exist without rating organizations. The 
effort of National Board was to find 
out what the rules were going to be; 
for example, if reductions in commis- 


sions were going to be used to lower 
rates. 

“You considered this problem 
important that you met through a 
national advisory organization com. 
posed of your competitors to devise g 
scheme to oppose North America,” Mr 
McHugh asked. 

No, Mr. Barry said. “We wanted to 
find out what the rules were going to 
be. Today Washington says no to 
partial subscribership, New York and 
D. C. say yes. Since all this hullabaloo 
started, Louisiana has passed a law 
providing for no partial subscriber. 
ship.” 

Mr. McHugh read a memorandum 
on the subscribership subject written 
by J. Raymond Berry, general counsel 
of National Board. In it Mr. Berry 
wrote that he assumed the _ business 
wanted to oppose the claimed rights 
of partial subscribership and that this 
meant taking legal action where nec. 
essary. This could be better under- 
taken outside National Board. Ur- 
gency was the dominant factor. Time 
was running so there was no time 
to train counsel. Special attention to 
“supervision” needed defining. If the 
decision were to be to raise the fair 
trade practice issue, that might make 
it easier for counsel but the result 
might plague the business for a long 
time. Should effort be made to enjoin 
the commissioner from approving a 
partial subscribership filing? Execu- 
tives, Mr. Berry suggested, might be 
better able to decide when and where 
to ask for hearings than counsel. Apart 
from steps in opposition, there were 
involved such policy matters as 
changes in legislation. 


No Pattern Of Opposition 


Mr. Barry said there was no “pat- 
tern of opposition.” 

“At any of the meetings of the 
special committee was it decided to 
undertake lawsuits as a delaying ac- 
tion to gain time for executives to 
work out more general changes, such 
as legislation?” 

Possibly in Arizona, Mr. Barry said. 

“This is a $10 billion business, and 
I don’t want to be trampled by the 
big ones. We’re not in the top 20 but 
about 59. We’re small companies,” he 
declared. 

Mr. McHugh questioned Mr. Barty 
about the profit formula, which, he 
said, was worked out by National 
Board and National Assn. of Insur- 
ance Commissioners. This is theoreti- 
cally 6%. It has never been definitely 
decided what that contains for cata 
strophes since what is a catastrophe 
in Montana isn’t in New York. 

Questions relating to the profit for- 
mula were resolved in National Board! 

On an advisory basis, and in con 
junction with NAIC. : 

“Has any legal rating organization 
made a determination of the formula? 


Use Only As Guide 


Rating bureaus use it only as 3 
guide; it is not binding on bureau 
commissioner. The business needs @ 
central point to clear all such matters. 
Because of variations in state laws, 
actions, and the like, the business 
should try for uniformity, on profit 
formula for example. There should be 
a central advisory organization. 

“So you can have uniformity ™ 
rating matters?” 

No, uniformity in rating principles. 
It exists in casualty. 














Auc 


IT 


M 
beca 
clos¢ 
advi 
tracl 
for 

WwW 
disc 
part 
cuss 


fe 


i 1 fire rating 
What about a nationa — 


organization? 


XUN 


» 1959 


August 21, 1959 


FkeNATIONAL UNDERWRITER 


| Tell Fire Business Story To Subcommittee 
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Mr. Barry doesn’t approve of that 
because fire rating has to be kept 
close to local problems. But a national 
advisory organization, yes, to keep 
track of new methods of fire fighting, 
for example. 

With respect to National Board 
discussions and recommendations on 
partial subscribership, executives dis- 
cussed the possibility of getting into 
the area of anti-trust laws, Mr. 
McHugh brought out. “Were you con- 
cerned about a possible violation of 
the anti-trust laws?” 

Yes, Mr. Barry said. 

Mr. Barry pointed out that inde- 
pendents want to change such laws 
as that in D. C. which require com- 
panies to belong to rating bureaus. 
However, he said, “when we want to 
change the law, we're persecutors.” 

He acknowledged that his idea of 
the perfect rating law is one that 
provides for only deviation. A com- 
pany shouldn’t make rates on its own 
experience only, he said. 

What if the independent took the 
loss experience of the bureau and 
combined it with its own expense for 
a lower rate, is that undesirable? 

Those are technicalities of rate 
making, Mr. Barry replied. He recalled 
that Bradford Smith Jr., executive 
vice-president of North America, 
when he was chairman of Middle 
Department Assn. of Fire Underwri- 
ters in 1948 he urged the inadvisability 
of rate making by deviation. 

Sen. Hart indicated he wanted the 
text of Mr. Smith’s comments. 


Two Views Of Stamping 


Mr. Barry went on to say that Perry 
Epes, counsel of North America, des- 
cribed stamping offices as devices to 
preserve monopoly, yet Mr. Smith in 
1948 termed such offices assurance 
that bureau companies .would comply 
with filings as approved by the state. 

The fact that North America did 
win out on partial subscribership has 
not produced chaos in the business, 
Mr. McHugh asked. No, Mr. Barry 
replied, because “we didn’t enter into 
competition with them.” 

What about Allstate? 

Allstate, Mr. Barry indicated, en- 
tered New York on a participating 
basis. After a few years, they started 
writing at an advance discount. They 
developed a big volume then raised 
their rates 12.5% and later another 
18.9%. Their discount now is not 20% 
but around 9%. But in the meantime, 
he declared, they have captured the 
business. They exerted a great com- 
petitive advantage. 
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“I’ve got a right to stay in busi- 
ness,”’ Mr. Barry asserted. 

“You object to use of rate discounts 
because they take business away from 
your companies?” 

“Oh, no, only because they are com- 
peting on the basis of a look into the 
future. They’re guessing.” 

“Is yours the only way?” 

Mr. Barry said it is essential to 
take past experience and prospective 
conditions. If the steel strike results 
in higher wages and prices, for ex- 
ample, loss costs are sure to go up and 
there has to be something in the rate 
for that. 


Isn’t All Scientific 


Mr. Barry agreed that there was 
some judgment in rate making; it 
isn’t all scientific. 

Remember, he added, that when 
people put their money into insurance 
companies they expect a reasonable 
profit. In the last three or four y ars 
the companies haven’t had adequate 
rates or reasonable profits. Companies 
haven’t paid taxes because they didn’t 
have the proper rates. If other busi- 
nesses operated on the same basis. 
the government wouldn’t have any 
taxes. 

The base of ail rates is statistics. 
The independents argue the point, but 
the truth of that is supported by the 
final outcome. 

Remember also, he declared, if mu- 
tuals are forced to meet discounted 
rates and it doesn’t turn out that way, 
they have no means to put additional 
money in. As long as the mutuals are 
allowed to operate, it is up to the 
state to see that they get protection 
under the law. Bureaus. recognize 
these rights; it is up to the others to 
do so. 

Mr. McHugh questioned him about 
conversations of executives in Nation- 
al Board to oppose partial subscriber- 
ship on the west coast. 


No Concerted Opposition 


Mr. Barry said there was no plan 
of concerted opposition to anybody— 
“but we were protecting our interests 
there.” 

Mr. McHugh suggested that Pacific 
Fire Rating Bureau people were wait- 
ing to institute their plan of opposi- 
tion till chief executives in National 
Board approved it. 

“They didn’t need our okay,” Mr. 
Barry said. “They could do what they 
wanted to anyway.” 

One of the suggestions of executives 
was for a single rating bureau in a 
state. Mr. Barry indicated he thought 
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this might be a good pattern. Congress 
has approved it for D. C. 
“We may try for this,” he said. 


Mr. McHugh brought out that the 
plan for the west coast was for a 
deviation section providing for dura- 
tion of deviations of 12 months, none 
approved without hearing, notice to 
rating organization of deviation and 


right to be heard, and the application 
to be supported by the experience of 
the applicant. Was this more stringent 
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than the deviation section of the all 
industry law? 

No, Mr. Barry said, and it didn’t 
contain a requirement he’d like to see 
in it—that the administrative officer 
give his reasons for reaching the con- 
clusion he comes to on a deviation. In 
other areas of government, he said, 
administrative officers are required 
to do this. 

In connection with NYFIRO’s op- 
position to North America’s filing of 
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an independent commercial property 
package in New York, Mr. McHugh 
quoted Mr. Barry as saying that if the 
courts (where the issue is still pend- 
ing) do not uphold NYFIRO’s posi- 
tion, “we will go into every court in 
the U.S.” 

That is not what he said, Mr. Barry 
commented. What he did say was 
tnat if the commissioners adopted the 
M-1 philosophy Corroon & Reynolds 
might be compelled to go to court in 
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“If I were asked to enumerate the services fur- 
nished by insurance companies that are most 
advantageous to an insurance agency, I would 
have to rank an adequate training program as the 
top item on my list,” states Howard de Franceaux, 
executive vice president, F. W. 
Service, Inc., Washington, D.C. “For, one of the 
major problems of any insurance organization,” 
Mr. de Franceaux goes on to say, “is training the 
sales staff both as to sales methods and procedures 
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and as to technical knowledge of the business.’ 


For help in solving this problem, de Franceaux 


turned to Standard Accident’s Washington 
Branch. (Standard, you see, was one of the earliest 
insurance companies to initiate a full-scale agent- 
employee training program and, today, offers 
educational facilities and training courses that are 
acclaimed the finest in the insurance industry.) 


The Branch developed a complete educational 
program spanning the fundamentals of coverage, 





details of specific coverages, selling techniques for 
eaeh line, “the works.” A bi-weekly luncheon- 


training session was then proposed and, as you 
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every state to protect the interest of 
its stockholders. 

“All we’re trying to do is find oy 
the rules,” he observed. “We're not 
trying to hamper anybody in the pro. 
cess. We want to oppose unfair com. 























petition, and we think a lot of it js other 
unfair.” furthe 
“You refer to ‘multiple confusioy’ for stt 
policies,’ Mr. McHugh said. “Do yoy On 
oppose package policies? Testimony plaine 
here has termed them a great boon ance | 
to the public.” ence | 
It hasn’t turned out that way, Mp | 9°VeF 
Barry said. It has been an experi. tion v 
ment, and the small companies haven't AIA 
the money to do that. As for com. Comn 
petition, it is murderous, he declared ferred 
Urges That Producers Testi poy 
estify | ment 
He urged the subcommittee to ask} = 
producers to testify “in this fight oe 
against the giants.” The busines ing tI 
needs improving, he added. One way e* 
to do that would be to get legislators Legal 
to give insurance departments enough 
money to operate. He said he had Thi 
been told by some commissioners | of an 
they were not go@g to be able to for st 
come to Washington to testify because Mr 
they couldn’t get the money to pay J 
the fare.” : "| Tegar 
Mr. North said AIA was organized exect 
in December, 1953, to provide a forum} the 
for the discussion by chief executives Lloyc 
of problems affecting in common I the u 
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organization for considering problems | M1 
across the board. | com! 
y ber, 
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that AIA be merely a forum for con- ] 
sidering and discussing problems. Its} lette 
articles specifically provide that while( date 
a consensus may be taken, it is not tenti 
binding upon AIA or members. One} °C 
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continued existence of the separate! Who 
trade associations and the common} Wa 
desire not to conflict with their juris-} Lloy 
dictions. This rule has been carefully; muc 
observed. US 

In 1957 a committee of lawyers 
studied whether AIA should qualify 
as an advisory organization within 
the meaning of state rate mite 
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laws. After hearing the committee's 
report, AIA decided not to do s@ 
largely because the majority of mem- 
bers wanted to preserve the original 
purpose af the organization. In addi- 
tion, since members included both 
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members and non-members of rating 
pureaus, it would not be feasible for 
AIA to advise or assist on problems 
relating to rates and forms. So, he 
said, AIA carefully has refrained from 
making specific recommendations to 
other organizations and has gone no 
further than to recommend subjects 
for study. 

On some occasions AIA has ex- 
plained the views of the stock insur- 
ance business, particularly with refer- 
ence to relationships with the federal 


| government, for example, in connec- 


tion with flood insurance. In addition, 
AIA has met with Atomic Energy 
Commission. The association has con- 
ferred with departments of the gov- 
ernment in connection with govern- 
ment competition with private insur- 
ance. In all these instances AIA 
representatives were merely express- 
ing the consensus of opinion reached 
as a result of AIA discussions. 


Legal Status 


Thus the legal status of AIA is that 
of an unincorporated trade association 
for stock insurers. 

Mr. McHugh questioned Mr. North, 
Mr. Johnson and Mr. Neville at length 
regarding the proposal that a group of 
executives go to London and talk with 
the chairman of the committee at 
Lloyds and other British insurers about 
the unfair and unhealthy direct com- 
petition of those insurers in the U. S. 

L. A. Vincent, general manager of 
National Board, wrote Mr. Neville in 
1955 for suggestions for regulating 
such insurers. 

Mr. North said the National Board 
committee, of which he was a mem- 
ber, looked into the problem but took 
no action. Neither did the AIA com- 
mittee. 


Mr. McHugh put into the record the 
letter from Mr. Crafts to Mr. Neville, 
dated Nov. 13, 1956. This called at- 
tention to the growing unwholesome 
competitive situation. Mr. Crafts sug- 
gested that individual executives 
whose companies were buying rein- 
surance from Lloyds point out to 
Lloyds representatives that with so 
much reinsurance being purchased by 
U. S. insurers from Lloyds it seemed 
inconsistent for Lloyds to compete 
direct with U. S. reinsurance clients. 








Mr. Crafts noted that conditions 
seemed to improve when the National 
Board committee was appointed to 
study the problem. 

What Mr. Crafts was suggesting 
was to threaten Lloyds with cutting 
off reinsurance if Lloyds continued its 
direct writings, Mr. McHugh asked. 


Threaten Not Word 


Threaten is not the word, Mr. North 
said. He doubted if Lloyds, which is 
not an entity, could be threatened. 
The problem of Lloyds’ direct competi- 
tion is not confined to the U. S. Can- 
ada has it also, and other countries. 
U. S. executives visiting England and 
discussing reinsurance problems might 
tell the Lloyds market that some 
syndicate or syndicates are raising 
the dickens with business in Iowa, 
say. The reply might be that the 
Lloyds underwriter didn’t even know 
the syndicate writing direct in Iowa. 
It might have entered the U. S. by 
way of Canada. Such syndicates are 
hard to identify unless insured’s pol- 
icy is examined. 

The writing of direct business by 
unauthorized insurers is discrimina- 
tory, Mr. North pointed out, since 
there is an American market for 
practically all of this business, even 
on the big deductibles; though per- 
haps insured can’t get coverage as 
cheaply from U. S. insurers. 


No Taxes On Direct Business 


Mr. North also noted that on direct 
business Lloyds’ syndicates don’t pay 
taxes, they don’t file rates or forms. 
No state law mentions Lloyds, just 
unauthorized insurers. 


State laws permit surplus lines 
business? That, Mr. North said, is not 
the same thing. Surplus lines business 
is confined largely to New York and 
California. The American business is 
concerned with the writing of direct 
business all over the U. S. by an 
unauthorized insurer that has no 
agent, that does not name the insur- 
ance commissioner for service of pro- 
cess, that pays no taxes and supports 
no bureaus. 

He said it was not true that this 
business developed because’ the 
American market wouldn’t write it, 
including deductibles. His companies, 
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he said, had lost business they were 
perfectly willing to write. Lloyds took 
it at rates discounted by a margin 
equal to their saving in taxes, bureau 
fees, and the like, paid by licensed 
insurers. Lloyds can’t control what 
their syndicates do, he said. Syndicates 
may reinsure only, others write only 
certain classes or risks, others get 
premium hungry and write almost 
anything. Or, they may reinsure most 
of the business written direct by 
another unauthorized insurer. 

Mr. McHugh put in a letter from 
A. J. Smith, president U. S. Aviation 
Underwriters, to Mr. Neville It stated 
that the only practical answer to the 
Lloyds’ competition was to make it 
clear to Lloyds that American insur- 
ers won’t tolerate a situation in which 
they feed millions into London and 
have London take millions away in 
direct business. He suggested a London 
meeting to try to get London to pull 
in their horns on direct U. S. business. 

If, Mr. Smith wrote, the American 
market had a big club, say a threat to 


form a big U. S. 
that would have a good effect. A 
growing Continental insurance mar- 
ket could be included in the pool. 


Mr. McHugh asked Mr. Neville if 
he were obtaining views of other 
organizations on the Lloyds’ problem. 
Yes, he replied, at the request of the 
AIA chairman. He asked other or- 
ganizations if their members had had 
difficulties in this area. 


reinsurance pool, 


No Action Taken 


No action was taken on Mr. Smith’s 
proposal for a London meeting, Mr. 
North said. That represented Mr. 
Smith’s personal views. “I presume 
he is entitled to them.” ’ 

Mr. McHugh read a letter from Mr. 
Crafts to Mr. Berry on the Lloyds’ 
problem. Mr. Crafts said there had 
been developed a large amount of 
startling information on the growth 
of this business. “Our program,” Mr. 
Crafts said, is to review the facts and 
sit down with Lloyds and see if this 
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competition cannot be eliminated. 
Failing that, one alternative is pro- 
tective legislation. 

Mr. Crafts asked Mr. Berry how far 
the Lloyds’ committee could go legally, 
in relation to anti-trust. He noted 
that in ocean marine, there is mutual 
respect between insurers in the two 
countries. 

He proposed an informal meeting 
with the Lloyds’ chairman to review 
this unfriendly, unfair and unhealthy 
type of competition. 

Mr. McHugh wanted to know if the 
Crafts’ committee, before it received 
advice of counsel, agreed that a meet- 
ing such as Mr. Crafts suggested 
would be useful. No, Mr. Neville said, 
the committee didn’t approve, though 
he thought Mr. Crafts thought so. 


Personal Point Of View 


Mr. Johnson said his companies 
were a member of the committee and 
that Mr. Crafts was expressing a 
personal point of view. The Crafts’ 
letter did not constitute an AIA plan. 
The plan was one Mr. Crafts had in 
mind and perhaps he hoped the com- 
mittee would approve. His proposed 
trip to England was a personal ven- 
ture and the record will confirm that. 

Theodore Peck, representing Sen. 
Dirksen at the hearing, asked if direct 
business by unauthorized insurers is 
still a problem. Mr. North said it cer- 
tainly is, though the competition is 
not as intense at the moment as it 
was a couple of years ago. Every 
responsible insurance executive, mu- 
tual and stock, large and small, would 
be bothered by the problem, Mr. Peck 
asked. Yes, Mr. North replied. 

Mr. Peck suggested it is a problem 
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of the insurance business much as 
malpractice is a problem to the medi- 
cal profession. He asked how much 
unauthorized, illegal business was 
being done in the U. S. Mr. North 
said he didn’t know and doubted if 
anyone else did. 

Mr. McHugh wondered if a good 
deal of this business weren’t written 
under surplus lines laws. Mr. North 
denied that; what he was talking 
about was a big volume of direct 
business U. S. insurers would write. 
Mr. McHugh listed several big risks 
that had been insured in Lloyds— 
Land O’ Lakes Creameries of Wiscon- 
sin, Pillsbury Mills, Cudahy Packing, 
Transportation Manufacturing & 
Equipment Co., Omaha Stockyards, 
Ford Motor Co., Quaker Oats, Pitts- 
burgh Steel and DuPont. 

“Are you suggesting that companies 
of this stature are doing things not 
strictly within the law?” 

Mr. North said the size or stature 
of the company had nothing to do with 
the insurance buyer of those firms get- 
ting what he wants at a price he wants 
to pay. Those buyers roam the world 
market for insurance. 

What about DuPont? 


How DuPont Insures 

“DuPont doesn’t insure everything,” 
Mr. North said. “It likes to insure 
things with some risk to them.” 

Testimony brought out that the 
Land O’ Lakes risk was written on a 
deductible of $10,000 at a rate below 
that of American insurers which had 
been on the risk. He noted that 
Lloyds was not bound by filed rates, 
as were the U. S. insurers. 

Mr. Johnson pointed out that the 
legality or illegality of an Illinois 















Mr. Agent: 
We can lessen 
your “load” 
with our 
prompt service, 
facilities, and 
insurance 











know-how! 












NATIONAL UNION 
INSURANCE COMPANIES 


PITTSBURGH @ PENNSYLVANIA 








Charles A. Pollock, 


President 





Service Beyond The Treaty 
Intelligent Reinsurance Analysis 


FIRE » CASUALTY - TREATY - FACULTATIVE 


REINSURANCE 4 


CHICAGO 4, ILLINOIS - 141 W. JACKSON BLVD. 
WABASH 2-7515 


gency : 


= 








Lloyds’ broker writing coverage on a 
Wisconsin risk is a difficult matter to 
prove. The legal problem is what 
constitutes doing business in the state. 
Did the acts in this instance take 
place in Wisconsin? Insurance laws, 
in general, don’t cover insured—only 
insurers, agents, etc. Hence, it is hard 
to say that such purchases are illegal. 

Mr. McHugh asked if the steel in- 
dustry hadn’t tried to persuade AIA 
members to write big deductibles. Mr. 
North said there had been discussions. 
Wasn’t there reluctance of the Ameri- 
can market to accede to the requests of 
the steel business, Mr. McHugh asked. 
No, Mr. North said, it was reluctance 
to accede to the terms the steel 
companies laid down. 

“Isn’t your basic complaint that the 
states can’t control this unauthorized 
competition?” 

It is possible to force insurance into 
the surplus or unauthorized market 
by a gimmick, Mr. North pointed out. 
The world market is very highly 
competitive. It is not hamstrung by 
regulation. It is not subject to the 
reserve requirements of American 
companies, In the U. S. it is only the 
licensed companies whose hands are 
tied. Much business is thus thrown 
automatically into surplus lines. How- 
ever, the real problem is created when 
this kind of competition goes after the 
run-of-mill, every day business. 


Maybe U. S. Can Help 


What can the federal government 
do, Mr. McHugh asked. He suggested 
Mr. North prepare some personal sug- 
gestions along this line. Sen. Hart 
said the subcommittee would welcome 
Mr. North’s contribution in this re- 
spect. 

The “plan” for controlling this com- 
petition suggested by Mr. Crafts and 
Mr. Smith constitutes self regulation 
by a trade association not under any 
government regulation, Mr. McHugh 
asked. 

Mr. North said he knows of no plan. 
The AIA Lloyds’ committee never had 
a plan. It merely discussed and 
studied the problem. Mr. Johnson said 
Mr. Crafts’ ideas were never formul- 
ated or carried out. 

Mr. McHugh questioned Mr. North 
at length on why American Insurance 
Assn. decided not to qualify as an 
advisory organization but to become 
an association. Mr. North commented 
that the former is advisory to rating 
bureaus on rates and forms, though 
it merely recommends and its recom- 
mendations have no binding authority. 

AIA did not become advisory be- 
cause its membership is not synon- 
omous with the membership of the 
rating bureaus. Also, the companies 
wanted a trade association for discus- 
sion of broad general problems of the 
business on an across the board basis. 
Another purpose of such discussions 
is to inform chief executives of what 
the important problems are, for ex- 
ample, those arising out of the modern 
trend toward interlocking coverages. 

“Did you know that any agreements 
reached in AIA still are subject to 
prosecution under’ the anti-trust 
laws,”’ Mr. McHugh asked. 


Anti-Trust Considered 


If agreements had been reached, 
yes. The question of the anti-trust 
laws was carefully considered. But, 
Mr. North opined, since the AIA has 
no authority to reach binding agree- 
ments, it was believed not subject to 
anti-trust. 

“Weren’t you advised by counsel 
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that if you did not become licensed ag 
an advisory organization, AIA might 
be engaging in activities that partook 
of the nature of an advisory organiza. 
tion?” 

Mr. North said he assumed the 
lawyers studied the problem to clear 
up that point. 

Mr. McHugh read from a letter by 
Robert G. Roleke, general counsel of 
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J. R. McGowan, Pres. 
THOMAS T. NORTH, INC. 


Adjusters All Lines 
Phone HArrison 7-3230 
175 W. Jackson Bivd., Chicago 4 











RAYMOND N. POSTON, Inc. | 


159 S. W. 8th St. Miami, Fla. 
BRANCHES 
= FT. LAUDERDALE 
PALM BEACH AREA 
KEY WEST 
ST. PETERSBURG 
TAMPA 
SARASOTA 














SCOTT 
Ti yAA AMEN UIAH-IDAHO 


INSURANCE ADJUSTERS 


Home office—428 So. Main, Salt Lake City, Utah. 
Day or night offices: Ogden, Utah; Provo, Utah; Idaho 
Falls, Idaho; Poeatello, Idaho; Twin Falls, Idaho. 











CR. WACKENHUTH AND SON 


ADJUSTERS FOR THE 
COMPANIES—ALL LINES 


301 Mid-Continent Bidg. 
Tulsa, Oklahoma 


Phones LU 2-546 
GI 7-3850 
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Tell Fire Business Story To Subcommittee 


America Fore, to H. Clay Johnson, 
executive vice-president of Royal- 
Globe, chairman of the lawyers’ com- 
mittee considering this problem. The 
letter said that the definition of an 
advisory organization definitely covers 
organizations like AIA. 

Mr. Roleke suggested that a con- 
sensus of the views of senior execu- 
tives, not only obtained but also com- 
municated to members, would become 
a decisive factor when the time came 
for an issue to be decided. 

“That’s one man’s 
mine,” Mr. North said. 

Companies represented in AIA have 
subordinate executives on rating bur- 
eau governing committees. When they 
know what the senior executives 
think, doesn’t that strongly influence 
their decision? 


opinion, not 


Views Are Not Binding 


It is understandable that executives 
discuss matters with other executives 
and come to a conclusion which they 
pass on to subordinates. Executives, 
Mr. North said, must reach decisions 


| on what course to take. However, he 


indicated that even though the sub- 
ordinate executives are on boards of 
rating bureaus and advisory organiza- 
tions, the views transmitted to them 
are not binding. 

“You draw a distinction between 
binding recommendations and a mere 
consensus?” 

Even a consensus seldom has been 
taken in AIA, Mr. North replied. 

At this point, Mr. McHugh put into 
the record an exhibit showing the 16 
company groups most active on the 
governing committees of bureaus and 
advisory organizations. The charts 
showed the number of years in the 
last five in which these groups were 
represented on such governing com- 
mittees. 

“If you went back 50 to 75 years, 
you would find the same companies re- 
presented on those committees,” Mr. 
North declared. Service organizations 
are traditional in the business. Most 
of the companies shown participated 
in the organization of bureaus and 
associations. He said he was proud to 
see his companies listed. 

The charts, Mr. McHugh rejoined, 
are not designed to suggest that any- 


thing improper is going on but simply 
to indicate the extent of control 
exercised by those companies and to 
relate that control back to advisory 
organizations and the AIA. 

It is possible, Mr. North said, to 
have one organization do all this. 

That was considered, wasn’t it? 

It was impossible to get a majority 
to agree to it, Mr. North replied. 

If a majority had done so, it might 
have produced some problems under 
anti-trust, Mr. McHugh commented. 


Bureaus Are Close To People 


Mr. North observed that there 
might be one rating bureau for fire, 
as there is in casualty, but the fire 
rating bureaus, some of them 100 
years old, are close to the people and 
local conditions, which he regards as 
a good thing. He added that the com- 
panies have accumulated a terrific 
investment in the bureaus over the 
years—in the time devoted to them by 
personnel and executives. One bureau 
would have saved money but perhaps 
sacrificed awareness of local condi- 
tions. Leading insurers, he said, have 
the personnel, the executive know- 
how, and the time to devote to this 
work. Small companies do not. 

Mr. McHugh read a letter from Mr. 
Neville to Mr. Johnson telling of a 
meeting at which executives consid- 
ered what matters AIA should deal 
with. The gist of meeting was that 
AIA might consider any matter af- 
fecting the business and communicate 
its views with recommendations to 
members and other organizations. 

Mr. Neville said that the letter was 
correct as to the minutes of the meet- 
ing. But, he said, when AIA’s com- 
mittee of lawyers reviewed the action, 
they decided that there should be no 
specific recommendations on rates and 
forms, that in this area AIA would 
only ask for studies. 

Mr. North said the lawyers advised 
AIA to stay away from any idea of 
being advisory. 

That would, Mr. McHugh suggested, 
prevent any recommendation as to 
rates and forms so AIA would not 
come under the rate regulatory laws. 

Mr. McHugh read a 1957 letter from 
Hale Anderson Jr. of Hartford Fire to 
Mr. Johnson enclosing a memo cover- 





























the nation’s 


workmen’s compensation 


group accident & sickness 


‘ : through agents and brokers 


ARGONAUT INSURANCE 


home office: menlo park, california 


serving 









industry Y 


liability 
automobile | 


major medical | 


PACKAGED TO PLEASE 


Unknown danger . .. may lie within the package of many 
attractively wrapped consumer products . .. and for the 
manufacturer, these unforeseen effects can be the cause 
of a very expensive liability suit. Products liability cover- 
age through Geo. F. Brown & Sons, Inc., is the answer. 
Your potential assureds for this invaluable coverage in- 
clude restaurants, retail stores, bakers, packers, drug and 
cosmetic producers, plus all manufacturers. 


Join the impressive Geo. F. Brown roster of producers 
who have discovered the profitable difference our skilled 
underwriting can make. Call today. 


GEO. F. BROWN & SONS, INC. 


175 West Jackson Bivd. « Chicago 4 » WAbash.2-4280 
116 John Street «© New York38 + WOrth 4-0745 


American Equitable Assurance Company 
of New York 
Organized 1918 


Globe & Republic Insurance Company of America 
Established 1862 


Merchants and Manufacturers Insurance Company 
of New York 
Organized 1849 


New York Fire Insurance Company 
Incorporated 1832 


Corroon & Reynotps Group 
92 William Street, New York 38, N. Y. 
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SPECIAL AGENT 


Major Multiple Line Stock company has 
vacancies for capable and conscientious 
fieldmen. Positions in Nebraska, Oklahoma, 
Kansas, Texas and Missouri. Good salary 
and most complete benefits. True producers 
will be eligible for incentive compensation. 
Positions require a college degree and at 
least one year field experience involving 
production of Fire business. Age 25 to 35. 
All replies will be acknowledged and will 
be kept confidential. Address Box J-22, c/o 
The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 


RESIDENT AGENT OPPORTUNITY 


Unprecedented response to new and exclusive 
credit card insurance plan has created openings 
for resident agents in selected areas. Program 
underwritten by life and disability companies in 
conjunction with Nation's No. | credit card or- 
ganization. Appointments available in each area 
(except in Kansas, Nebraska, New Jersey, and 
South Dakota) to alert, independent agents and 
brokers. Please give details your agency, expe- 
rience, number of accounts for circularization 
purposes, present affiliations and type of licenses 
held, first letter. Write Box J-24, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 











COMMERCIAL FIRE UNDERWRITER 


Our expansion into the Commercial Fire field 
offers an exceptional opportunity. 


Candidates will require at least 5 years inten- 
sive experience in Underwriting Commercial 
Fire, as well as some Field experience. Must be 
a competent analyst of experienced trends and 
have ability in planning and directing of train- 
ing activities. 

Send complete résumé to include age, marital 
status, experience, education, past earnings and 
expected salary to: 


Personnel Department 
Midwest Zone Office 
Allstate Insurance Company 


7770 Frontage Road Skokie, Ill. 


Producer-Underwriter 


Well established non-affiliated company needs 
capable fire or casualty underwriter, preferably 
with recent field and production experience. Ex- 
tensive travel necessary with headquarters in 
New York City. Rapid advancement possible. 
Replies held in strictest confidence, should state 
experience, education and expected salary— 
Personnel Dept. 
Merchants Fire Assurance Corp. 
of New York 
225 Broadway New York 7, N. Y. 














MARINE UNDERWRITERS 


Excellent opportunity with a progressive 
multiple line Stock Company. Experience 
should include 3-5 years Non I.M.1.B. inland 
marine experience. Send confidence résumé 
stating experience and salary requirements 
to: Box J-18, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 


EXPERIENCED MULTIPLE LINE 
SPECIAL AGENT WANTED 


by a progressive Midwest Mutual Fire and 
Casualty company doing business through local 
agents. Some claim experience will be helpful. 
Give full educational and business background 
along with salary requirements in first letter. 
Replies confidential. Box J-17, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 














AVAILABLE 
COMPENSATION CLAIMS 
SUPERVISOR 


Age 38. A.B. and law degrees. I5 years expe- 
rience all. types casualty claims with emphasis 
on workmen's compensation. Now employed. 
Seeking more responsibility, better future. Box 
J-I1, c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 


EXCELLENT OPPORTUNITY 


High grade man to be top sales executive of 
eastern fire and casualty company. Age about 
40. College graduate. Good personality. Imag- 
ination needed. Salary open. Write Box H-72, 
c/o The National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, Ill. 











FIELDMEN 


Western New York, Rochester Branch, well known 
Multiple Line Stock Group looking for fire special 
agents. Attractive salary and advancement. Please 
tell us briefly your experience and general back- 
ground. All replies held in strictest confidence. 
Write Box J-14, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 





Young, well experienced multiple line producer 
seeks opportunity to buy well established small 
to medium size General Agency or interest in 
large agency located in South. Prefer Florida 
location but welcome any and all inquiries. Will 
gladly exchange qualifications. Reply Box J-7, 
c/o The National Underwriter Co., 175 W. Jack- 
son Blyd., Chicago 4, Ill. 








ACCOUNTANT 


Expanding Midwest fire company has position for 
experienced insurance accountant to assist treas- 
urer in administering accounting-finance func- 
tions. Age 25-40. College training preferred. Sal- 
ary commensurate with background. Write Box 
J-15, c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. { 





GOOD OPPORTUNITY 

Large Chicago mortgage banking firm desires 
to expand Insurance Sales department and has 
attractive opening for ambitious young man 
with some fire and casualty experience. Have 
unlimited leads among our mortgagors. Salary 
plus commission. Prefer Chicago area resident. 
Write Box J-9, c/o The National Underwriter 
Co., 175 W. Jackson Bivd., Chicago 4, Ill. 








FLORIDA AGENT 


Experienced in Sales, Surveys, Underwriting and 
Agency Management desires to manage local 
Florida Agency for interested companies, or join 
Agency with potential participation. Résumé, 
references. Write Box J-I16, c/o The National 
i ~ ed Co., 175 W. Jackson Blyd., Chicago 








Available 


38 year old married man with 14 years agency 
jobs and underwriting experience desires field 
job with progressive multiple line company. Free 
to relocate. Résumé upon request. Reply Box 
J-10, c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 





INLAND MARINE UNDERWRITER 
OR SPECIAL AGENT 


Leading marine —. company desires young 
man to locate in southwest. College graduate 
preferred. Minimum 2 yrs. experience. Outstand- 
ing opportunity for ambitious man with ability. 
Submit full details and recent photograph to 
Personnel! Director, Box 2519, Dallas 21, Texas. 








AVAILABLE—SPECIAL AGENT 


Age 40—married—three children. Two years with 
stock company before World War |il—Twelve 
years with present Mutual Casualty and Fire 
company in midwest. Required salary $7,200. 
Address Box J-12, c/o The National Underwriter 
Co., 175 W. Jackson Bivd., Chicago 4, III. 











AUTOMOBILE UNDERWRITER 


A midwest multiple line company needs an ex- 
perienced automobile underwriter. Must be under 
age 40, have a college education and some man- 
agerial training. All replies treated confidentially. 
Please give age, education, experience and refer- 
ences. Address Box J-23, c/o The National 
— Co., 175 W. Jackson Blvd., Chicago 
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Tell Fire Business Story To Subcommittee 


ing Mr. Anderson’s views. Those views 
regarding the status of AIA were that 
AIA would collect figures, study 
forms (for example, on earthquake), 
and the like. 

Mr. Anderson referred to a discus- 
sion of having a single automobile 
rating bureau. Mr. McHugh wanted 
to know if such a discussion wasn’t so 


vitally concerned with rates that it 
constituted a recommendation on 
rates. 


Mr. North said that merging cas- 
ualty and PHD rating of automobiles 
has been before the executives off 
and on for many years. That had 
nothing to do with rates. 


Rejects McHugh Inference 


Mr. Johnson interjected to say that 
the inference of Mr. McHugh that 
the failure of any trade association to 
qualify as an advisory organization 
subjects it to possible violation of the 
anti-trust laws is not correct. An in- 
surance advisory organization is not 
licensed under the rate regulatory 
laws—it simply files its charter, con- 
stitution and by-laws. It does not have 
to have state insurance department 
approval. 

Therefore it is subject to little 
regulation, Mr. McHugh commented. 

“I didn’t say that,” Mr. Johnson 
said. 

It is not subject to the same strin- 
gent regulation as a rating bureau? 

No, the regulation of rating bureaus 
is much more specific. 

“Didn’t you take the position that 
AIA might become an advisory or- 
ganization because it would not be 
closely regulated? 

The reason AIA did not qualify as 
an advisory organization, Mr. Johnson 
said, was that regulatory authorities 
might subsequently be given too much 
power of regulation. AIA is a hetero- 
geneous group by line, as to bureau 
and non-bureau, and in other ways. 
Because of this, there was a strong 
feeling that it was wrong for AIA to 
give its attention to rating and other 
problems properly being dealt with by 
other organizations. The decision had 
nothing to do with the legality of AIA. 

Didn’t the lawyers agree that up to 
1957 AIA had been acting like an 
advisory organization? 

The executives didn’t agree that this 
had been the case, Mr. North said. 


Policy Question Involved 


Mr. Johnson observed that lawyers, 
as on many subjects where the law 
is uncertain, had different reasons for 
concluding that what AIA had been 
doing was advisory in nature. The 
issue was a policy question. The law- 
yers didn’t say that what AIA had 
been doing was advisory but said that 
if the executives wanted to do the 
things the lawyers regarded as ad- 
visory, they should qualify AIA as 
such an organization; otherwise, don’t 
do them. 

In their discussions, Mr. McHugh 
observed, the lawyers indicated that 
being advisory was not onerous, that 
AIA would be subject to only techni- 
cal regulation, and that as an advisory 
unit it would be safe under anti-trust. 

It is an improper conclusion, Mr. 
Johnson replied, to say that without 
the protection of being an advisory 





LOSS ADJUSTER 
WANTED 


Young man (early 30’s) with law degree and a 
number of years experience as property loss ad- 
juster. Opportunity to grow with aggressive 
eastern fire and casualty company. Write Box 
H-75, The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 














organization members of AIA are 
then subject to anti-trust. Mp 
McHugh agreed it was an improper 
conclusion and that he didn’t intend 
to draw it. 

“I’m concerned with the jurisdic. 
tional problem,” Mr. McHugh said. By 
qualifying as advisory, AIA was not 
subject to anti-trust. As a trade as- 
sociation, its activities may be subject 
to anti-trust if the activities cop. 
stitute an unreasonable 
trade. 

Perhaps, Mr. Johnson replied, jf 
the advisory organization or any othe 
group confines itself to the problem of 


advising rating bureaus, all right. The } 


test comes when the bureau pro- 
mulgates the product. Before that, 
rates and forms are subject to regula. 
tion. 

Don’t the actions taken by chief 
executives have a great effect on the 
product? 

Mr, Johnson did not concede that 
AIA had been doing advisory work 
prior to 1957. Such recommendations 
as the one to Inter-Regional, an ad- 
visory organization, on earthquake, 
were few and far between. Consensus 
of opinion goes through advisory or- 
ganization, rating bureau, and rate 
regulation. Consensus is not an agree- 
ment. 

But it is a common understanding 
of a matter. 

No, it is just how the majority feel, 
It is not binding or controlling even 
on those arriving at concensus. Ex- 
ecutives often voted contrary at the 
rating bureau level. 


Minn. Department To 
Take Time Studying 
Economy Auto Plans 


The Minnesota department intends | 


no quick decision on the economy auto 
programs filed by National Bureau and 
NAUA, and separately by Travelers. 
Commissioner Magnusson said he and 
his staff will study the proposals for 
the next two months, or “the next two 
years.” 

The commissioner said the plans call 
for “the most important change in 
automobile insurance in 20 years. We 
can’t make a quick survey of the plans 
because they affect so many people.” 


NAIC Zone V Meeting 
Set For May 10-12 


Zone V of National Assn. of Insur- 
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ance Commissioners will meet at the; aad p 
Biltmore Hotel in Oklahoma City May} Conse 


10-12. The meeting will be under the 


direction of Oklahoma Commissionet| 


Hunt, zone chairman, while arrange- 
ments will be handled by Ralph L 
Reece, president of Globe L.&A. of 
Oklahoma City, general chairman. 


Alaska Agents Elect 
Dimock President 


Alaska Assn. of Insurance Agents, 
holding its first “state” convention, 
elected Edward Dimock, Anchorage, as 
president; Wallace Cathcart, Fairbanks, 
vice-president; Louis Odsather, An- 
chorage, secretary; Robert Gore, Ketch- 
ikan, treasurer, and reelected Jack 
Conway, Sitka, state director. 

The meeting was conducted at 
Juneau. 

The board of directors, in addition 
to the officers, includes Curtis Shat~ 
tuck, Juneau, outgoing president, and 
Car] Porter, Ketchikan. 
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Speeches and articles about compe- 
tition are so frequent within the busi- 
ness that their total effect is almost 
hypnotic. Listeners and readers are 
numbed by the sheer volume of the 
/same words and catch phrases, end- 
lessly repeated. Through repetition, 
talk is often accepted as action, and 
warnings are mistaken for response to 
the problem. (Meanwhile, rolling 
phrases concerning competition con- 
tinue to resound through the business 
like the chant of the tobacco auc- 
tioneer. ) 

All of this verbiage reflects the in- 
dividual viewpoint of the speaker or 
, writer, each of whom naturally is 
concerned with the preservation and 
advancement of the system, company, 
) or group that he represents. 
1quake A startling contrast is provided in 
nsensus | an article on competition in insurance 
sry or- | by James R. Hambelton in the New 
d rate | York Herald Tribune. Reading it, after 
agree- | being subjected to intramural ha- 
rangues on the subject, is like stand- 
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tanding | ing under an icy shower after groping 
one’s way out of a steam room. 
ty feel. The headline of the article tells a 
5 er | story in itself—Policyholders Win In- 
at the | surance Race. That not only sums up 
a detached writer’s conclusion, but 
| wotiens the main character in the 
competitive drama—the customer. He 
O is too often the forgotten man in dis- 
_ cussions within the business. 
J | Mr. Hambelton describes some of 
& the modern insurance merchandisers’ 
intends practices and plans and notes that 


ny auto their combination of aggressive selling, 
eau and | rock-bottom prices and radically new 
avelers. | ideas have rocked a once sedate busi- 
he and | ness which is reevaluating the agency 
sals for | system, pumping more money into ad- 
ext tW0 | vertising and trying out new ideas. 

He wastes no time on the sentimen- 
nee tal aspects of this competition but 
ars, We deals with the accomplishments of 
1e plans those agency companies which have 
people.” | Substituted action for conversation. He 
notes the rash of mergers intended to 
| centralize operations and to cut back 
on paper work and staff duplication. 
He also points to acquisition or forma- 
+ Insur-| tion of life companies by some insurers 
t at the; and plans to enter this field by others. 
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Editorial Comment 
Recommended Summer Reading 


erations within large groups are also 
emphasized, and faster work methods 
through electronics are underscored. 
Mr. Hambelton describes all of these 
in terms of benefits to insured. 

He points out that methods pio- 
neered by insurance innovators, and 
their acceptance by the public, will 
continue to have strong repercussions 
in the business. As competition grows 
keener, more mergers, greater diver- 
sification, additional electronic equip- 
ment, and perhaps “other cost cutting 
measures” will characterize the busi- 
ness. All this will mean faster, more 
accurate service for the policyholder 
and more coverage for his premium 
dollar. 

Anyone who cares to do so can 
quarrel with the conclusion. But no 
one can deny that Mr. Hambelton has 
gone straight to the mark. He has cut 
through all the jargon and ignored 
all the ratiscination customarily in- 
jected into discussions of competition 
by many in the business. He has cor- 
rectly identified the customer as the 
most important figure in a complex 
situation, and the one who will have 
the last word when, at long last, the 
voices of talkers on competition are 
only an echo.—J.N.C. 





Personals 


Frank Lang, insurance management 
consultant of New York, and Mrs. 
Lang, flew to Europe last week. Mr. 
Lang will attend the international pro- 
ducers’ meeting in Monte Carlo, then 
go to Switzerland, Germany and Lon- 
don. 


Tom Reed, special agent of Reed & 
Co. general agency of Denver, won 
the 1959 Colorado state amateur golf 
championship at Lakewood Country 
Club. Mr. Reed played college golf 
while attending North Texas State 
College. He has been with Reed & Co. 
since 1958, traveling Colorado, New 
Mexico and Wyoming. 


Walter Ploeser, U.S. ambassador to 
Paraguay for the past two years, will 
retire to resume activities with Ploeser, 
Watts general agency at Clayton, Mo. 


Mr. Ploeser is a former congressman 
and has been mentioned by some 
Republican leaders in Missouri as their 
choice for U.S. Senator in 1960, in 
expectation that he would = add 
strength to the national ticket in the 
state. 





Deaths 


JOHN W. HANNON, 838, president of 
Evarts-Tremaine-Flicker Co. agency, 
Cleveland, died 
there. He had been 
president of the 
agency, which is 
one of the oldest in 
the city, being 
founded in 1844, 
since 1931. Known 
as one of the deans 
in his field, Mr. 
Hannon joined the 
agency 51 years 
ago and became 
secretary and a 
director in 1908. 
He was the sixth president. Two of his 
four sons, John Elliott and John J., are 
vice-president and secretary and vice- 
president and assistant treasurer, re- 
spectively, of the agency. 


J. W. Hannon 


LESLIE A. WARD, 56, president of 
W. J. Roberts & Co., New York, U.S. 
manager of several insurers, died at 
his home in Valley Stream, N.Y. He 
entered the business in 1917 with S. 
D. McComb & Co., New York, then 
joined Marine Office of America on its 
organization in 1919. From 1945 to 
1950 he was with American Interna- 
tional Marine agency, the last several 
years as president. He became general 
manager and vice-president of W. J. 
Roberts & Co. in 1950 and president in 
1954. 


GROVER C. WINN, 74, partner in 
the Winn-Wilcox agency of Seattle, 
died after a brief illness. He estab- 
lished the agency 40 years ago. 


SYLVESTER P. KAY, 69, one of the 
two second generation brothers operat- 
ing Fidelity agency of Detroit, died of 
a heart attack. The agency was 
founded by Mr. Kay’s father in 1879. 
His brother, Joseph J. Kay, will main- 
tain the agency. 


THOMAS C. ROYAN, 38, vice-presi- 
dent and secretary of the C. L. Royan 
agency of Cleveland, died there. 


ADAM METZ, 78, founder and re- 
tired president of Bakers Mutual of 
New York, died. 
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REGIONAL SALES MANAGERS 
Fred Baker, Atlanta 
Paul Blesi, Cleveland 
Alfred E. Cadis, Dallas 
David Chapman, Des Moines 
J. T. Curtin, New York 
Dana L. Davis, Boston 
James E. McSurely Jr., Denver 
William J. Gessing, Detroit 
Clarence W. Hammel, New York 
Roy H. Lang, Boston 
Howard J. Meyer, Minneapolis 
Raymond W. Rieke Jr., Los Angeles 
William D. O’Connell, Chicago 
George C. Roeding, Cincinnati 
A. J. Wheeler, Chicago 
Robert J. Wieghaus, Chicago 
George E. Wohlgemuth, St. Louis 
Robert I. Zoll, Philadelphia 
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Royal Exchange, Atlas 
In Worldwide Merger 


The London managements of Royal 
Exchange and of Atlas have approved 
the terms of a financial and operational 
merger. Royal Exchange, with an au- 
thorized capital of $16,800,000, will 
give one $5.60 share of stock for three 
Atlas shares, worth $1.40 each. 

Royal Exchange management has 
previously indicated its intention to 
double its capital, possibly with the 
Atlas merger in mind. Atlas now has 
authorized capital of $6,160,000 and 
stock issued in that amount. 

Last December, the two companies 
and Sun placed their U. S. fire and cas- 
ualty operations under common .man- 
agement, but the companies preserved 
their several identities. It is believed 
that Royal Exchange and Atlas will 
likewise retain separate identities in 
worldwide operations following the 
merger. 


Market Only Partially 
Tapped: Minn. Educator 


Despite their recent growth, insur- 
ance companies have only partially 
tapped their potential market, C. Ar- 
thur Williams, professor of insurance 
at University of Minnesota, states in 
an article in a university publication. 
He sees a vigorous growth for the in- 
surance industry in the next decade. 

In a survey of the rate of growth 
of Minnesota insurance companies dur- 
ing 1947-57, Prof. Williams came up 
with these findings: 

Direct premiums on fire, marine and 
casualty insurance written by Minne- 
sota companies more than doubled 
from $25 million to $60 million. 

Increases in the A&S field for both 
Minnesota and the rest of the country 
were “amazingly rapid.” Premium in- 
come of Minnesota companies in this 
field increased from $2.4 million in 
1947 to $14.3 million in 1957. 

Minneapolis and St. Paul insurers 
write more than 80% of the total fire, 
marine and casualty premium volume 
of Minnesota companies. All but one 
of the domestic legal reserve life in- 
surers are domiciled in the Twin 
Cities, and they write more than 99% 
of the life and A&S premiums of 
domestic companies. 


Surety Underwriters Sets 
Golf Outing For Sept. I 


Surety Underwriters Assn. of Chica- 
go will hold its Chicago-Milwaukee 
fall golf outing Sept. 1 at the Elmhurst 
(Ill.) Country Club. There will be both 
a buffet luncheon and dinner. 


Allstate Appointments 

Recent executive appointments of 
Allstate include: Homer F. Paulson 
accounting manager, and Gene F. 
Beimford policy service manager, both 
in the Pacific coast zone; Robert H. 
Barge accounting manager, southeast- 
ern zone; Glenn A. Appleby policy 
service manager, and Frank W. Jones 
accounting manager, both in the Pasa- 
dena regional office. 

Others are: Claude J. Morrison un- 
derwriting manager, Houston; Byron 
B. Stilwell underwriting manager, 
Hartford; Alfred W. Fredrich sales 
supervisor life and A&S, Rochester, 
N.Y.; Joseph M. Burke assistant claim 
manager, Pittsburgh; William Wayne 
accounting manager, Seattle; and G. 
J. Wenck assistant underwriting man- 
ager, Santa Ana, Cal. 
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iiitts 
EH 
ue 


Sheers 
Saateee 
Sateeeeee 








Viitheeee 




















for ; 








Brokers and Insurance Company Executives like the 
one responsibility—one stop glass replacement 
service offered by American. 
















American, with the largest fleet of radio dispatched 
glazing trucks in the Midwest, is within minutes of 
your assured and his reglazing problem. 





Each week more and more brokers and insurance 
companies are using American for both plate 


and auto reglazing. Their assureds tell them 
of the fast, efficient and courteous service they 
receive. 


Why don’t you give us a try? You'll be glad you did. 

























1030-42 N. 
North Branch St. 
Chicago 
MOhawk 4-1100 


3156 E. Woodbridge ‘| 
Detroit : 
LO 8-1060 
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